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make every day 
TAG DAY 
and make 


more hardware sales 





The tag at the right is contained in every box of 
YALE front door hardware—to be used by the 
builder to show the home buyer that the hardware 
in the house is top quality. 


You, too, can benefit from this tag. We will fur- 
nish you with a quantity of extra tags to be used in 
display. Hang a tag on every display of YALE 
hardware. Hang a string of them in your window 
or across the ceiling. 


And point out to your builder-customer how the 
tag suggests to home buyers that the use of YALE 
hardware means he has undoubtedly used quality 
materials throughout. 

Ask your YALE jobber for a supply of these tags. 


THE YALE & TOWNE MANUFACTURING COMPANY, 
Stamford, Conn., U.S.A. Makers of the famous 
YALE lines of Locks, Door Closers, Hardware. 
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YALE Hardware —Sign of a Well-Built House 











XP1 Front Door Set—one 
of YALE’S new “Packages 
of Protection”. Tubular 
latch set with tubular pin- 
tumbler deadlock and 
with matching cylinder 
collar. 





















CONTRACTOR 
WHO BUILT 
THIS HOUSE 





YALE 


HARDWARE 


SIGN OF A 
WELL BUILT 
HOUSE 








Home-owners know that YALE hardware 
is the'finest. When they see this tag, they 
can quickly figure that the builder has 
used top-notch materials everywhere. 
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THE AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER PLATFORM 


1—Organization of an integrated and articulate construction industry which will 
provide more and better building products to consumers at lower real costs with 
fair wages and profits to all who serve in the industry. 7 

2—Coordination of all production, marketing, research and professional activities 
concerned with the development, sale, and delivery to the consumer of building 
products—including the functions of the manufacturer, wholesaler, retailer, architect, 
realtor, contractor, mechanic, financier, association official and public servant. 

3—Identification of the building products merchant as a central headquarters for 
the industry's consumer selling activities in the local community. ; 

4—Perpetuation of the American ideal of a free people as the basis of a more 
abundant and meaningful life for all. ‘ , 

5—Informative, educational and merchandising-minded journalism and service 
toward these ends. The Editors 


G PRODUCTS MERCHANDISER. Published every other week by American Lumberman, Inc.— 
Clark Street, Chicago 2, Ill. 


Entered as second-class matter Oct. 2, 1946 at the Post 


Office at Chicago, Illinois, under the Act of March 8, 1879. 
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Original manufacturers 
of Asbestos-Cement Shingles 
in this country 























































KEASBEY & MATTISON 
COMPANY - AMBLER - PENNSYLVANIA 


“‘Contwry.” SIDING 


This Good Street is living proof that K&M “Century” Asbestos- 


Cement Siding gives you two great basic sales features to put across 
to builders: 


1. They can put up smarter, more practical homes—more econom- 
ically—by using this K&M Siding. 


2. They can create fine, harmonious community character, that 
means enhanced reputation—and values. 


You can show builders why the advantages of K&M Siding will endure. 
The cypress-grained, weathered finish will always look younger than 
its age. Years of fierce weather won’t hurt. Neither flames, rodents nor 
termites will ever feed on K&M “Century” Siding. It won’t even need 
paint for good looks or protection. 


K&M Siding saves builders labor. They can make speed and get a 
uniformly sleek job with the easily handled 12” x 24” units. That’s how 
K&M Siding helps builders to quote right and deliver quality. 


What a list of talking points for you! K&M advertises them regularly 
in American Builder, Practical Builder, American Roofing and Siding 
Contractor, Time, Newsweek, Business Week, Architectural Record, Coun- 
try Gentleman, Successful Farming. That’s how K&M is pre-selling your 
best prospects so that you can close them with all the more certainty. 


Get full information about K&M ‘Century’ Siding 
from your K&M Distributor. Or write us direct. 


September 24, 1949, AMERICAN LUMBERMAN (7 
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PLYWOOD STANDARDS 


Revision of hardwood plywood 
requirements up for approval 
THE Standing Committee in 
charge of reviewing Hardwood 
Plywood, Commercial Standard 
CS35-47, has approved a revision 
of this standard and the Com- 
modity Standards Division of the 
National Bureau of Standards has 
mailed copies of the recommended 
revision to manufacturers and 
other interested groups for con- 
sideration and approval. 

In 1931, the producers, dis- 
tributors, and users of hardwood 
plywood cooperated with the Bu- 
reau in establishing a commercial 
standard to provide definite grade 
specifications. It has been neces- 
sary to revise the standard three 
times, in order to keep it abreast 
of improvement in this expanding 
industry. 

This revision was proposed by 
hardwood plywood manufacturers, 
and provides minimum specifica- 
tions for four standard types of 
hardwood plywood based on the 
water resistance and durability of 
the bond, in four standard grades. 
It covers tests, densities, standard 
thicknesses, widths and lengths, 
tolerances, workmanship, packing, 
inspection, grade-marking and cer- 
tification, method of ordering, and 
nomenclature and definitions. 

A limited number of mimeo- 
graphed copies of the recommended 
revision are available and a copy 
may be obtained, as long as the 











supply lasts, from the Commodity 
Standards Division, National Bu- 
reau of Standards, Washington 25, 
D. C. 


BUILDING COSTS 


North Central area costs down 
7.6 percent for materials 

THIRTY-TWO cities in seven 
North Central and Eastern States 
exclusive of the New England 
States and the cities in metro- 
politan New York and New Jersey 
show an average decrease in over- 
all building construction costs in 
the past 6 months of 2%. A simi- 
lar previous report indicated that 
18 cities in the New England 
States showed an average decrease 
in building costs of 4.4%. Along 
about the same time the metro- 
politan New York and New Jersey 
area, reporting the results of 13 
cities, showed an average decrease 
of 1%. 

Myron L. Matthews, Vice Presi- 
dent of The Dow Service, com- 
menting upon the current results 
of The Dow Service Construction 
Cost Survey, said the results of 
the sixty-three cities reporting up 
to now establishes earlier fore- 
casts that further construction cost 
reductions would not be spectacu- 
lar. The average reduction for the 
63 cities, which take in the entire 
industrial Northeast, is only 3.7%. 

Every six months, The Dow 
Service conducts a nation-wide 
150-City Building Construction 
Cost Survey in which some 600 to 





HERE'S SCHEDULE OF MEETINGS FOR WHOLESALERS 


Meeting Section Date 

NBMDA Midwest Oct. 3, 1949 
NPDA Midwest Oct. 4, 1949 
NBMDA-NPDA _ Northeast Oct. 7, 1949 
NBMDA-NPDA Western Oct. 13, 1949 
*NBMDA-NPDA Southern 


* . . . . 
Super-meeting. Bill Logan in charge. Business 


invited. More details later. 


NBMDA Midwest Feb. 20, 1950 
NPDA Midwest Feb. 21, 1950 
NB\MDA-NPDA Northeast Feb. 24, 1950 
NEMDA-NPDA Western Mar 3, 1950 
NBMDA-NPDA Southern Mar. 17, 1950 


BuiLDING Propucts MERCHANDISER 


Location Hotel 

Chicago, Ill. Edgewater Beach Hotel 
Chicago, Ill. Edgewater Beach Hotel 
Atlantic City, N. J. Haddon Hall 

Portland, Ore. Multnomah Hotel 


Oct. 24-26, '49 Redington Beach, Tides Hotel 


Florida 


plus fishing and fun. All members cordially 


Chicago, Ill. 
Chicago, Ill. 
Boston, Mass. 
San Francisco 
New Orleans 


Edgewater Beach Hotel 
Edgewater Beach Hotel 
Statler Hotel 

Mark Hopkins Hotel 
Roosevelt Hotel 

















700 contributors are invited to par- 
ticipate. The Survey, to be re- 
leased in its entirety about Oc- 
tober 1st, is now in process. Re- 
sults from Districts No. 1, No. 2, 
and No. 3, No. 3 being the North 
Central and Eastern States re- 
leased herein, together with three 
additional districts will be reported 
upon later in greater detail. 


RESULTS BY CITY 
The results, city by city, follow: 
Wausau, Wisconsin, shows that 
material prices are up 1%, locally, 





YOUNGEST READER 
AL & BPM’s 
75th anniver- 
sary issue last 
year celebrated 
many subscrib- 
ers who have 
read AL&BPM 
for half a cen- 
tury. Now 
James W. Eich- 
holtz—aged two 
months — claims ' 
to be our youngest reader. James 
is the grandson of Jim Austin, 
longtime AL&BPM representative 
in Seattle. 








since March. Labor has _ not 
changed. The net result in overall 
building costs at Wausau is zero. 
At Madison, in the same state, ma- 
terial prices have dropped 13%, 
labor has increased 2%, resulting 
in an overall decrease of 5%. At 
Milwaukee material prices have 
also dropped 13%, labor has in- 
creased 2%, resulting in overall 
decrease in building costs of 5%. 
In the state of Michigan, at Grand 
Rapids, material prices are down 
13%, but there has been no change 
in labor, thus an overall decrease 
of 6% is indicated. At Lansing 
material prices have gone down 
3%, labor has increased 1%, re- 
sulting in an overall decrease in 
building costs of 1%. At Detroit 
material prices have faded 15%, 
labor has increased 5%, resulting 
in an overall decrease in building 
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costs of 5%. 
prices have dropped 8%, labor has 
increased 5%, bringing a 1% de- 


In Chicago material 


crease in total 
costs. 

At Moline material quotations 
have dropped 5% while, at the 
same time, labor’s wages have gone 
up 5°-, thus cancelling out the de- 
crease in material prices and re- 
sulting in no change in overall 
costs. At Peoria material prices 
have remained fairly stable only 
decreasing 1% while labor has 
gone up 4% bringing about a net 
increase in local building costs of 
1%. At Springfield, Illinois, ma- 
terial prices have gone down 3%, 
labor is up 2% resulting in no 
change in overall costs. At In- 
dianapolis, Indiana, material prices 
have gone down 12% while labor 
has gone up 6% bringing about a 
3% decrease in overall costs. At 
South Bend, material prices have 
gone down 13% while labor has re- 
mained stationary, resulting in an 
overall decrease in costs of 6%. 

At Fort Wayne, Indiana, there 
has been no change in material 
prices, but labor has gone up 10% 


average building 


resulting in an overall increase of 
5%. At Columbus, Ohio, material 
prices have decreased 8%, while 
at the same time labor has gone 
up 4% bringing about an over- 
all decrease in total costs of 2%. 
At Dayton, Ohio, material prices 
are down 8%, labor is up 5%, 
total building costs down 1%. 
At Youngstown, material is down 
6%, labor is up 4% and _ total 
costs are down 1%. At Cleveland 
material prices are down 4%, labor 
is up 7%, total costs up 1%. At 
Cincinnati, Ohio, material prices 
have gone down 13% while, at the 
same time, labor has increased 
12%, thus cancelling out the ma- 
terial price decrease and causing 
a stable situation at this place. 


REPLACEMENT MARKET 


Figures show many houses are 
now obsolete—opens new market 
ALTHOUGH nearly half of the 
37,000,000 nonfarm homes in the 
United States are less than 30 
years old, 2,000,000 or 5.5 percent 
of the units were built 70 or more 
years ago, James M. Ashley, presi- 
dent of the Producers’ Council, 
national organization of building 
products manufacturers, stated re- 
cently. 


“Moreover, analysis of Census 


Bureau data shows also that 20 
percent or 7,000,000 of the exist- 
ing housing units have been stand. 
ing 50 or more years,” Mr. Ashley 
said. 

“Thus, while home building has 
made great strides since World 
War I, there nevertheless is a large 
amount of housing which should 
be ripe for replacement because jt 
can not compete in convenience, 
comfort, or value with the vastly 
superior new housing being con- 
structed today. 

“More than 5,000,000 units in 
the nonfarm housing supply are 50 
to 70 years old and another 11, 
400,000 were built 30 to 50 years 
ago. The medium age of all non- 
farm homes is about 30 years. 

“The most recent Census data 
show that fewer than 7 percent 
of the existing homes are in need 
of major repairs, but many of the 
other older units are on the verge 
of obsolescence. 

“During recent years, only about 
40,000 units have been removed 


from the supply annually on the 
average from all causes, including 
fire, demolition, and disaster. But 
now with the building industry in 
position again to build much more 
housing than will be needed to ac- 
commodate newly formed families, 


























QUICK WORK BY WEST COAST LUMBERMEN'S ASSOCIATION PRODUCED THIS HANDY MAP FOR FIGURING 
FREIGHT RATES FROM WASHINGTON AND OREGON PRODUCING AREAS. ADDITIONAL INFORMATION 
IS AVAILABLE DIRECT FROM WCLA. 
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Set up this 
Department of 





Eternal Revenue 


Bring all your aluminum building products together into a 
single department...show what an important factor aluminum 


is in the building field...and watch one product sell the other. 


Reflective insulation, for example, proves the heat-reflective 
advantages of aluminum roofs and siding. Gutters sell 

the rustproof permanence of aluminum...and at about half 
the price of other non-rust gutters. Windows are popular 
come-on items that help you sell the rest of the line. 

And more complete installations are sold because all your 
accessories are in sight. No doubt about it, your 

Aluminum Department gets attention and builds sales ...ask 
your Reynolds representative to help you set one up. 
REYNOLDS METALS COMPANY 

Building Products Division, Louisville 1, Ky. 
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REYNOLDS 
Lifetime 
ALUMINUM 
Rustproof Nails 
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A must for all aluminum applica- 

tions and best for general use, too. 

Never rust—thus require no deep : 
setting, puttying or painting. ’ 
Lengths from 1” to 342”, 

8 and 12% ga., %4” to #s” heads. 
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_ REYNOLDS 
[ifetime ALUMINUM 
BUILDING PRODUCTS 


—---- MAIL THIS COUPON- ————- 
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Reynolds Metals Company, | 

Building Products Division, | 

2002 So. Ninth St., Louisville 1, Ky. | 
Tell me more about your Aluminum Department 7 

set-up. 

My Jobber’s name is__.__——— 
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it should be possible to remove the 
older dwellings at a far faster rate 
if the industry does an effective 
job of selling the public on the ad- 
vantages of modern homes.” 


JULY SALES 


Manufacturers’ sales down from 
June—vacations partly to blame 
MANUFACTURERS’ sales de- 
clined in July, partly as a result 
of vacation shutdowns, the U. S. 
Department of Commerce _an- 
nounced today. The book value of 
manufacturers’ inventories was 
also reduced during the month, 
with liquidation at the same rate 
ds in the three preceding months. 
July sales of all manufacturing 
companies were estimated at $15 
billion, compared with $16.5 billion 
in June. This decline, about the 
same as a year ago, was equiva- 
lent to a 6 percent drop in the daily 
average rate of sales, since June 
had one more working day. While 
a substantial decline is normal for 
July, the slackening this year and 
last year seems to reflect the fact 
that vacations are more general 
now than before the war. 

Sales of durable-goods manufac- 
turers fell from $7.1 billion in 
June to $6.3 billion in July, show- 
ing about the same decline as a 
year ago. The iron and steel and 
electrical machinery industries 
were most affected. 

In the nondurable-goods indus- 


tries July sales aggregated $8.7 
billion, as compared with $9.4 bil- 
lion in June. Here again the drop 
was a little larger than would be 
expected on the basis of prewar 
seasonal patterns, but was similar 
to that of last July. The most pro- 
nounced decreases were in food and 
beverages and textiles. However, 
sales of apparel manufacturers 
were down only slightly from June, 
although in this industry July is 
ordinarily a very slow month. 

The downward movement of book 
values of manufacturers’ inven- 
tories which started early this year 
continued during July, with manu- 
facturers’ inventories at the end 
of the month valued at $29.8 bil- 
lion, or $500 million below the June 
30 figure. On a _ seasonally ad- 
justed basis, the month-to-month 
drop was $600 million. 

The greater part of the inven- 
tory decrease came in the durable- 
goods group, where the total book 
value declined to $14.1 billion— 
from $14.5 billion a month earlier. 
Although the largest drop occurred 
in machinery, the downward move- 
ment was general among the dur- 
able-goods industries. 


Inventories of the nondurable- 
goods industries declined $100 mil- 
lion to a value of $15.7 billion at 
the end of July. Since July in- 
ventories in this group are nor- 
mally higher than in June, the re- 
duction was somewhat larger after 
seasonal adjustment. While most 
declines were small, the only sig- 
nificant rise in inventories was in 
apparel. 








AFTER attending the business sessions at the annual meeting of the National Retail 
Lumber Dealers Association in San Francisco, November 7-11, a large contingent of 
dealers will tour the Redwood region of northern California. Those making the trip 
will trace the entire process of making redwood lumber from the felling of trees through 
to the loading of the finished product. 
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1950 CONVENTIONS 


Preliminary schedule for 
Retail Dealer Meetings 


January 16-17—Kentucky Retail Lumber Deal. 
ers Assn., Brown Hotel, Louisville, Ky. 
January 17-18-19—Northwestern Lumbermens 
Assn., Minneapolis Auditorium, Minnecpolis, 
Minn. 

January 18-19—Western Retail Lumbermens 
Assn., Royal Alexandra Hotel, Winnipeg, Can, 
January 23-24-25—Northeastern Retail Lum- 
bermens Assn., Hotel Statler, New York, N. Y. 
January 23-24-25—Ohio Assn. of Retail Lmbr. 
Dirs., Cleveland Auditorium, Cleveland, Ohio, 


January 25-26-27—Southwestern Lumbermens 
Assn., Municipal Auditorium, Kansas City, Mo, 
February 1-2-3—Middle Atlantic Lumbermens 
Assn., Chalfonte-Haddon Hall, Atlantic City, 
N. J. 

February 7-8-9—Michigan Retail Lumber Dirs. 
Assn., Pantlind Hotel, Grand Rapids, Mich. 
February 8-9—Lumber Dlrs. Assn. of W. 
Pennsylvania, William Penn Hotel, Pittsburgh, 
Pa. 

February 9-10-11—Mountain States Lumber 
Dirs. Assn., Shirley-Savoy Hotel, Denver, Colo. 
February 14-15-16—Wisconsin Retail Lumber. 
mens Assn., Milwaukee Auditorium, Milwav- 
kee, Wis. 

February 17-18—Virginia Building Material 
Assn., Roanoke Hotel, Roanoke, Va. 
February 21-22-23—Illinois Lumber & Material 
Dirs. Assn., Hotel Sherman, Chicago, Ill. 
February 22-23-24—Nebraska Lumber Mer- 
chants Assn., City Auditorium, Omaha, Nebr. 
February 24-25—West Virginia Lmbr. & 
Bldrs’ Supply Dealers’ Assn., Daniel Boone 
Hotel, Charleston, W. Va. 

February 28 & 

March 1—North Dakota Retail Lumbermens 
Assn., City Auditorium, Fargo, N. D. 
February 28 & 

March 1-2—Indiana Lumber & Bldrs’ Supply 
Assn., Murat Temple, Indianapolis, Ind. 


March 9-10-11—Intermountain Lumber Dirs. 
Assn., Hotel Utah, Salt Lake City, Utah. 


March 9-10-11—Independent Retail Lmbr. 
Dealers Assn., Hotel Radisson, Minneapolis- 
Minn. 

March 15-16—Louisiana Building Material 
Dirs. Assn., Jung Hotel, New Orleans, La. 


March 15-16-17—lowa Retail Lumbermens 
Assn., Des Moines Coliseum, Des Moines, Ia. 
March 22-23-24—New Jersey Lumbermens 
Assn*., Hotel Traymore, Atlantic City, N. J. 
March 22-23-24—Carolina Lmbr. & Bldg. Sup- 
ply Assn., Ocean Forest Hotel, Myrtle Beach, 
s. ¢. 

March 27-28—(Tentative) Tennessee Lumber, 
Millwork & Supply Dirs. Assn., Municipal 
Auditorium, Memphis, Tenn. 

March 28-29—South Dakota Retail Lumber 
Dealers Assn., Sioux Falls, S. D. 

April 3-4-5—Lumber & Supply Dirs. Council*, 
General Oglethorpe Hotel, Savannah, Ga. 
April 12-13—Mississippi Retail Lmbr. Drs. 
Assn., Buena Vista Hotel, Biloxi, Miss. 

April 12-13-14—Florida Lmbr. & Millwork 
Assn*., Palm Beach Biltmore, Palm Beach, Fla. 
April 13-14-15—Southern California Retail 
Lmbr. Assn., Ambassador Hotel, Los Angeles, 
Calif. 

April 19-20—Arkansas Assn. of Lmbr. Deal- 
ers*, Little Rock, Ark. 

April 20-21-22—Arizona Retail Lmbr. & Bldrs. 
Supply Assn., Maricopa Inn, Mesa, Arizona. 
April 23-24-25—Lumbermens Assn. of Texas, 
Municipal Pier, Galveston, Texas. 

April 26-27—Lumber Merchants Assn. of 
Northern California*, Ahwanhee Hotel, 
Yosemite National Park, Calif. 
(Montana Retail Lumbermens 
part of March or April.) 


Assn.—Latiter 





September 24, 1949, AMERICAN LUMBERMAN & 





























for 
gs 


al. 


ens 
. 
lis, 


s= 


























MENGEL HOLLOW-CORE 
FLUSH DOORS 


ee (1) 40% Lighter tn 
— eight ... than standard 
panel hardwood doors. 


(2) Patented “Insulok” 
Core* . . . gives stronger 
bond between core and 
faces; keeps faces flat; pro- 
vides flame resistance. 


(3) Solid Hardwood 
Stiles and Rails*... pro- 
vide maximum screw-holding 
power. 



































(4) Key-lock Dovetails* 
... keep stiles and rails per- 
manently tight. 


(5) Slam-tested* . . . 
25,000 times . . . proves 
long life. 


1 4 ‘) (6) Extra Guard Against 
hl Aver Warpage® ... provided by 
Ha & special mill-curing process. 


(7) Broad Selection of 

3 Hardwood Faces ... indi- 

} vidually belt-sanded to satin 

i smoothness ... permits wide 

range of finishes .. . reduces 
finishing costs. 














(8) Engineered Con- 
struction ... assures maxi- 
mum dimensional stability, 





*Mengel exclusive 


Guarantee . . . All Menge! Flush Doors ore 
subject to standard door guarantee a opted by 
National Door Manufacturers’ Association. 


MENGEL STABILIZED 
SOLID-CORE FLUSH DOORS 


(1) Stabilized Core*... 
solid core members slotted 
at frequent intervals in both ee oa ; 
width and length to absorb 3 4 
expansion and contraction do dee aL = 
- « « provides extreme ries 
stability. .. all core members 
hardwood. 

(2) Key-lock Dovetails* 
... keep stiles and rails per- 
manently tight. 


(3) Waterproof Glues 
... in hot-plate presses .. . 
give permanent bonding of 
core and faces. 

(4) Solid Hardwood 
Stiles and Rails*... pro- 
vide maximum screw-holding 
power. 

(5) Exhaustively Warp- 
tested* . .. random doors 
from each day's production 
are given accelerated test 
equalling years of severest 
usage. 

(6) Broad Selection of 
Hardwood Faces... indi- 
vidually belt-sanded to satin 
smoothness .. . permits wide 
range of finishes . . . reduces 
finishing costs. 

(7) Machine- Planed 
Stiles*. .. ready to finish— 
no sanding or planing 
needed. 

(8) Engineered Con- 
struction . . . assures maxi- 
mum dimensional stability. 




























































































*Mengel exclusive 








MENGEL 7-/ DOORS-— 





Keally TRUST 


Lers dispense with the pretty words 
and pictures, and talk business. 


You as a materials dealer, and we as 
one of the world’s largest manufactur- 
ers of wood-products, have an iden- 
tical interest in doors—to give our 
customers such permanent values as to 
warrant their continued confidence 
and patronage. 


For many years, Mengel has built that 
kind of values into flush doors. Mengel 
Doors have been tested and proved 
in every-day use, while random doors, 
taken from each day’s production, are 
warp-tested, “decomposition-tested”, and 
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otherwise checked under conditions so 
severe as to equal years of use. 


We ask you to study the features, 
above, as advertised regularly in lead- 
ing building-trades magazines. We be- 
lieve they are precisely the features 
you need for easier, more profitable 
selling. The coupon will bring you 
complete information and prices. 


Plywood Division, THE MENGEL CO. 
Louisville, Kentucky. 


THE MENGEL COMPANY 
Plywood Division, Dept.AL-3,Louisville1,Ky. 


Gentlemen: Please send me a free copy of the complete data 


book, and prices, on Mengel Flush Doors. 








Name 





Firm 





Street 





City State 
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PONDEROSA PINE} 


PLYWOOD 


4'x8' PANELS 

























V4", V2" & ¥4" THICKNESSES 
Can Also Load in 4" x 4" PANELS 


California Ponderosa Pine PLYWOOD . 
favorite for all interior purposes . . . easily 
worked, mellow-textured . . . takes any finish 
beautifully. 


The WESTERN PINES have long been in de- 
mand for fine cabinet making . . . CALIFOR- 


WESTERN PINES in panels and built-ins — 
4' x 8' for ceiling height, 4' x 4' for small 
cupboards, cupboard doors, base cabinets, 
above and below windows, etc. 


Full cars of PLYWOOD — in standard sizes, 


thicknesses, grades . . . at competitive prices 


cally-managed stands of timber on the high 
Sierra, are assurance of continuity of depend- 


able quality. 


We shall be pleased to receive your speci- 
fications for Plywood, cut stock, mouldings, 
doors and lumber items in Ponderosa Pine, 
Douglas Fir, White Fir and Incense Cedar. 





Address. All [i Baliiee to % \ 
Montgomery St., San Francisco, Co 
, ¢ £. ©. Box 1731, Stockton, | Cal. 

i LUMBER, DOORS, CUT STOCK, PLYWOOD’ 








| No. 1 

















NIA PINE PLYWOOD adds the warmth of the 4 





. . . or mixed with PINE cut stock, mouldings i 
and doors. 
Our 8 well equipped mills and vast scientifi- 
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A Pessimistic Lumber Dealer 


A FEW WEEKS ago I ran up against a yard man 
who was one of the worst pessimists I had ever met. 
I could not conclude what kind of metal he was molded 
from. Ordinarily the pessimist is disappointed and sour. 
His liver is out of whack, and he looks through green- 
eyed goggles. You know the loaves of bread our wives 
make sometimes get sour and will not rise. It is so with 
the pessimist. He gets sour and won’t rise, and like sour 
bread becomes soggier and soggier. 

I could not understand, however, why this man should 
have occasion to eject all the yeast-like quality from 
his nature. Financially he has certainly succeeded. Men- 
tally he is as bright as most of us. He told me he belonged 
to a church, and it was on my tongue’s end to ask him 
what business he had in a church where there should 
be hope and praise, with his inclinations dragging along 
on the floor where his feet are, but of course I didn’t. 

Yet this man is mighty afraid that the crops will not 


He belonged to a 
church. 





be very good this year. Old Weather Prophet Hicks, 
down at St. Louis, has predicted that the season will be 
an uncommonly dry one, and this yard man is afraid 
he will hit it right. Then he is afraid that election will 
not keep McKinley in the presidential chair with a 
majority that will resound around the world. Then, if the 
oriental plague should get across from San Francisco 
to New York, and thence spread out through the country, 
it would demoralize everything. Regiments of ghosts stand 
right before him. 

When talking about trade, and his determination to 
use the people right in the matter of dealing, he explained 
how ungrateful the public is. “You get no thanks for 
what you do,” he said. Then he appealed to me in the 
following manner: “I have read the LUMBERMAN for 
years; during all those years you have been saying good 
things about the lumbermen of the country, and I want 
to ask you how many of them have ever said, ‘thank you’ 
for it.” I told him I did not look at it in that light. When 
I mentioned a man I did it as a duty, and often not know- 
ing, or caring, whether he would see the mention or not. 
He is treated as a piece of news the same as a saw mill 
or lumber yard would be, and I expected no thanks from 
him. 

You see this yard man is on the wrong track entirely. 
He has offered his lumber for sale, and in return for it 
every dollar which has been paid to him was a thank. 
These dollars have enabled him to live in his own house 
and own his yard and stock. For these things he should 
be extremely thankful. I can’t snuggle up to the ever- 
lasting grumbler. There is only one way for us to get 
along as we should, and that is to make the most of 
humanity as we find it. The most of us are busy and 
have no time to wait for people to come around and 
thank us. Whenever we do our duty, it matters not 
whether the world knows it or not. 

—Met Saley, AMERICAN LUMBERMAN, June 16, 1900. 
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NEW CONSTRUCTION for the first two-thirds of 
this year is two percent higher than for the cor- 
responding period of last year. But it’s public con- 
struction that has shoved the percentage figure up. 
Highways, hospitals, schools and the like show a 
gain of 30 percent. Privately financed construction 
for the first eight months of 1949 has declined by 
about six percent; and, in this field, residence con- 
struction has been the chief loser. 


HOUSING COSTS: New-home prices, according to 
a spot check by the United Press in 22 widely scat- 
tered cities, are likely to stay at about the present 
level through the next year. In fact they may go 
at little higher. Few builders see any prospect for 
lower prices. High wages, increased freight rates 
ind lack of substantial cuts in building material 
rices are mentioned in practically every part of 
the country as factors. 


NATIONAL ASSOCIATION OF HOME BUILDERS, 
while saying that home construction prices will re- 
main about the same, thinks the new Housing Act 
when it gets going may create material shortages 
in some communities and thus increase local prices. 
That would show up next year and later. These 
statements have to do with general trends. It doesn't 
mean that a specific material in a specific com- 
munity will always and certainly be higher in price. 


PRICE VARIANTS: The U. P. check shows that 
an average five-room frame house,” without the 
lot will cost a little more than $9,000 in the 22 cities 
surveyed. But in Chicago and Louisville contractors 
said it would cost about $12,000; while in Oklahoma 
City the figure was set at about $6,800. Chief dif- 
ference is probably labor costs. The real importance 
of the survey is the prediction that local prices will 
hold near to present local levels. 


LOTS OF CUSTOMERS: Housing Institute reports 
that this country now has more than 42,000,000 
ouseholds; a gain of over 7,000,000 since 1940. Note 
lso that the number of married couples has in- 
teased by one-fourth in. the same time; a larger 
‘in in the number of families than in households, 

a percentage basis. This means doubling up; 
rhich would indicate both a need and a national 
esire for more housing units. 


RESIDENTIAL BUILDINGS, in dollars, for the first 
sht months of the year, weighed in with $4,180,- 
1,000; about half a billion below the correspond- 
; period of ‘48. The important difference is in the 
act that at the end of August, ‘48, the line on the 

wrt was going down. This year it was going up. 
In fact some light construction analysts refer to the 
lote summer trend of this year as ‘the current rush 
to buy.” 
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HOUSING VALUES: Peter J. McKenna, well known 
home promotion specialist, explains this current 
buying trend in part by saying that most homes 
are now sold as complete package deals. Kitchen 
and laundry equipment are included in the over- 
all financing; saving owners the added burden of 
short-term payments. Improved architectural and 
engineering techniques, better materials and more 
workmanship also help explain the values of the 
new homes. 


H&HFA OFFICIAL: Berchmans T. Fitzpatrick who 
has served in legal and administrative positions 
with government housing programs since 1938 has 
been appointed Deputy Administrator of H&HFA. 
The position ranks with those of the heads of Fed- 
eral Housing Administration, Home Loan Bank 
Board and Public Housing Administration. . . The 
PHA has allotted the Washington, D. C., area 4,000 
low-rent units, to be built during the coming two 
years. 


SECRETARY OF COMMERCE SAWYER, referring 
to a cheerful Census report, remarked that “the end 
of the recession may be at hand.” This report states 
that in August there were 59,947,000 persons em- 
ployed; also that the number of unemployed had 
dropped to 3,689,000, the lowest figure since May. 
This advance in total civilian employment to the 
highest point in the year is contrary to the usual 
seasonal trend for August. 


INDUSTRIAL PRODUCTION INDEX of the Federal 
Reserve Board for the month of August shows a six- 
point increase as compared with July and has about 
erased the production slump of earlier in the sum- 
mer. This production recovery is considered im- 
portant as indicating that a lot of the recent busi- 
ness decline has been due to inventory reductions, 
based upon a fear of further declines in price levels 
and not to an actual decline in customer demand. 


HIGH CONSUMER SALES seem ito have carried 
along through the recession. The Federal Reserve 
Bank of Boston says New England department stores 
came through with a bigger physical volume of 
sales during the first half of ‘49 than during the 
corresponding period of ‘48. The New England cus- 
tomer, says the bank, took the business adjustment 
in stride. 


INVENTORY BUYING, taking it clear across the 
board, is still cautious. Available supplies are 
pretty large; and, deespite a car shortage in the 
West, transportation has been pretty good. Even so, 
inventory buying is up. The West Coast Lumber- 
men’s Association reports that orders in the week 
ending August 27 were the largest since two years 
ago last March. There’s been some corresponding 
increase of prices for example of dimension stock. 
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“DON’T put it off—put it on” is just good 
house-sense. The homeowner is inviting trou- 


set. THE IDEA ee 
ble and unnecessary expense if he lets his roof 


3 : go till it leaks. Yet his need for a new roof, the 


AND YOU'LL SELL MORE  ‘2rry.ctteopts nae, the beauty that 


added, the increase in property value, and the 





pire 


possible lowering of insurance rates—all are 
IDEAS that must be sold. What’s more, the 
one who sells these IDEAS is pretty sure to 
be the one booking the extra roofing business. 
Asphalt shingles give you two markets—new 
houses and old. Sell both—boost your total 
roofing volume—boost your profits! 





SELL PERFORMANCE — Asphalt shingles deliver long 
years of trouble-free service. Properly applied, 
they're rugged, durable, resist wind and weather. 


SELL BEAUTY — Available in a 
variety of patterns and rich 
color tones, asphalt shingles lend 
charm and interest to any home. 


SELL FIRE RESISTANCE—The mineralized, fire- 
resistant surface of asphalt shingles provides an 
extra margin of safety for suburban and rural 
areas—and crowded city blocks. 


sphalt Shingles 


ASPHALT ROOFING INDUSTRY BUREAU 
2 West 45th Street ¢ New York 19, New York 


SPONSORED BY 28 LEADING MANUFACTURERS OF ASPHALT 
SHINGLES + SIDINGS + ROLL AND BUILT-UP ROOFINGS 

















GET A FREE COPY 
“Good Application Makes a 
Good Roof Better” contains 24 
pages of step-by-step informa- 
tion about good application 
practices. With diagrams. It's a 
useful guide . . . or reminder. 
Get a free copy from a mem- 
ber company, or write direct. 
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IT PAYS TO SELL WHAT SELLS! 
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Hobbyists welcome tips on 
tools by salesman for Peter- 
son Lumber Co., El Paso, Tex. 


Service brings new customers 
‘ " SERVICE is bringing new customers into the new tool department opened by Peterson 
into tool display area. Lumber Co. W. L. McQueen, salesman seen above, furnishes expert advice to hobbyists. 





XPERT ADVICE and service 
can do as much to encourage 


sales of tool cle. P L h ; * 
chi tell, ‘Shin os he eet eterson Uumobver Ud. 



































- of Peterson Lumber Co., El Announces Its Appointment As Exclusive Dealers In El Paso For World Famous 
aso, Tex., in the brief time that : . 
concern has been handling tools. D E, L T Homecraft’ Woodworking 

Peterson is fortunate in having Tools And Machinery 
4 . : : + 4 with pride end pleasure that PETERSON LUMBER CO. announces the addition of the DELTA line to its long list of 
Oregon State College, W. L. Me- | Gcueuiemnaaiarcsstitincat wesrbacterte hoc | Mapecate Ws ul 
Queen, on the sales force. Mr. Homecraft’ Saw-Jointer Combination By DELTA =S5 
McQueen has had wide experience ~ W sawn ond planes beth! Two tools on one stool stend-—t-inch iS 
in this field. On the basis of his <> ee onal May be ued ang owner te = cones eae 
experience, Mr. McQueen is in a een 5 mS rin 
position to advise hobbyists what le 3 , ~—_ aere 9() 40 
tools to buy with. their available X| P —e * 
budget. (Note Peterson’s adver- “¥ . oom as 
tisement emphasizing time’ pay- hems May Se Purchased Seporately ~~ "Purchaued For te Hille te "{ ae 
ment plan). He can advise home- mn_ "or _— eeninannenchongeacounisrtnatas poten Rp hee 
craft workers how to figure a bill tae 31000 ee 
of materials and which wood glues -Alse Availoble- $43.95 
to use for the particular project $° TILTING ARBOR SAW $150 00 pana 
they a in ae — a adits « ; ae Complete Line Of 
consideration in a i ; " ” 

Some hobbyists, it “0 plane na — TOOLS pena i hg all Homecraft* Grinder ae, 

y LTA Fe DELTA Partable Drills and Port: 

have been wrongly informed re- water you wok wih wood tt natal | - a oe . 
garding what horse power is re- sn pai a at Sew Pred | gy” Ovi aceite fr wo sp 
quired to operate each tool. There $31.95 cae linca ieee We Have 
is a tendency to overload the motor. — DELTA 
Other hobbyists have trouble be- MALLORILL PATTERNS 





For Lawn and Household Furniture and 
novelties 


cause their tools were not set up The “Webby” Medel 10 8 8 mote ETERSON 
properly. vga een 


. * 
Peterson has samples of hard- Lumber & Paint Co./ 0 si27:s.a0isiS. 















Woods available for the hobbyist, Mafiew, Mod. 60.2" Cap. $ $4.95 As 1 * 

and a rackfull of patterns and Mier ted 8.214" Cap $1989 | 1459 paxoe 8 —_ naps gegeianpenncnpdi oyna 
. P e Malpolisher Hea 6 . w% endeover to wpply yaw prom aa 

Project books have been in heavy ie —Plenty Of Space To Pork— Sipbangs apiece my 














demand. The greatest call is for 


booklets ibi 
ear ts describing the work that PRICES, featuring easy-payment plan, aided by illustrations, attract attention in big 
1 be done with each machine. display ad run in El Paso newspaper. 
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ELDON REILEY, owner of the Reiley Lumber Co., left, and 
Maury Setzer, builder, look over a “service” piece of lumber 
similar to what they are using to cut building costs in Seattle. 


UILDING COSTS can be cut and basic values 
retained by using the right grades of lumber in 
the right place. 

This cost-cutting idea, which is being promoted by 
the West Coast Lumbermen’s Association, has been 
adopted effectively in Seattle where a builder and a 
retail lumber dealer are cooperating in the construc- 
tion of 20 low-cost homes offering excellent value for 
the money. 

Maury Setzer, treasurer of the Master Builders 
Association of Seattle, is the builder. The lumber 
dealer is Eldon Reiley, president of the Reiley Lum- 
ber Co., a new, struggling dealer, who believes there 
is a future in precutting and furnishing accurate 
sizes at great saving of labor and other costs to the 
builder. 

“I find that this specialized service gets a real 


ALL LUMBER except siding, sheathing and subflooring is pre- 
cut at Reiley’s retail yard. 


REILEY’S yard (right above), prepares to send out another 
load to the Setzer project. 


PORTABLE SAW at right, makes short work of subfloor trim- 
ming. Floor joists are No. 1 and subfloor and sheathing are 
No. 3 Douglas fir. 


Photos by Forde & Carter, Seattle. 
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Right Grade 
for the Right Use 


Cuts Building 
Costs in Seattle 


response,” says Reiley. “It is growing slowly but 
continually. Although my present plant may be small 
and crude, I feel that I have made a fair start in the 
normal retail building materials trade.” 

Reiley buys all rough lumber for the planing and 
precutting of joists, studs, window and door headers, 
solid and angle bridging. He uses any piece of lumber 
that is over 10 inches in length. He has continued to 
produce grain lining and dunnage lumber for the 
marine trade. His lumber volume is around 150,000 
feet per month. 


BUILDER BUYS DIRECTLY FROM DEALER 


Setzer, the builder, is no big-scale operator. He 
owns no sawmill or lumber yard. 
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Retail dealer precuts “service grades” in his 
yard for 20-home project 


“By buying my lumber directly from Reiley, I get 
a precutting service and price from my retail dealer 
that the sawmill is not set up to meet. No prefabri- 
cator can beat this system on an everyday building 
project such as mine,” 























PRECUT STUDS and plates of No. 3 common are assembled 
into wall panels for rapid erection. Below: Nearly all the lum- 
ber in sight is No. 3 common. Sheet aluminum shown in lower 









BEVEL SIDING of red cedar appeals to prospects just as knotty 


pine paneling for the interior does. Setzer figures he saves $150 


per house by combining this service grade of cedar siding with 


board-and-batten fir sidewalls. 


Precutting at Reiley’s retail yard saves Setzer $15 
per thousand board feet over cutting on the job, siding 
and sheathing excepted. 


“Laboratory and on-site tests have demonstrated 
that the No. 3 common grade of Douglas fir studding 
is the right one for single-story homes,” declares 
Setzer. “Use of a higher grade for that purpose is 





















° » ” 
photograph is used for insulation. wrong Use. 


The 20 houses in the Setzer building project are sell- 
ing for $7,750 with time payments of $48 per month. 
The houses have a floor area of 770 square feet and set 
on lots 60x135. The houses are equipped with heating 
units, washing machines and electric hot water heat- 
ers. There is no basement or utility room. 


Architectural features include a flat roof; vertical 
board and batten siding in combination with No. 3 










EXTERIOR, below, of one of 20 homes in the Setzer project. 
Floor area is 770 square feet. The lot is 60x135. 

















scoriated cedar siding. This siding is cut from 
young pole cedar logs, providing lasting lumber— 
knotty, but with knots that are there to stay. Setzer 
figures he cuts costs by $150 per unit on the siding. 
There’s a similar saving by the use of No. 1 common 
fir for window casing instead of other millwork items. 
The use of power tools on the job and site-fabricated 
wall units mean further savings. 
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Selling Tdeas 
from Wheat Bros. 








ESTLED IN A VALLEY in the heart of New 

York state’s famed finger lake region, Wheat 
Bros. carries on a progressive building materials 
business aimed at a prosperous farm market. 

The Wheat brothers have served farmers from the 
surrounding hills and valleys for 27 years. Their 
customers sell milk to the New York City market, 
and a salable excess of wheat and fine quality hay. 
They have been quick to adopt better ways of farm- 
ing and living through the years, and have been on 
the job at Moravia, N. Y. to aid this movement and 
help it along. 

The company was originally—and before the 
Wheats became the owners—exclusively a hay, grain 
and lumber business. But in the past quarter century, 
under the present owners’ direction, a wide variety 
of building materials and farm and home appliances 
and equipment have been added. 

At the same time, services offered to the public have 
been increased greatly. 

This growth, and the response from the buying 
public, resulted in the opening a year ago, of a modern 






HERE’S A LUMBER SHED designed by Wheat’s. Lumber is 
unloaded from cars into bins—is pulled through other side 
directly onto trucks for delivery. It makes for real convenience. 





HEAVIER HOUSEHOLD appliances (left) are displayed at and farm equipment items is shown in photo at right. Both 
front of store. Lots of open floor space here gives store invit- farmer and home owner can buy almost anything needed for 
ing appearance. Women’s department is directly behind cam- new building, repairs or upkeep. In addition, Wheat’s sells 
era; tool, hardware and equipment department is to the left. many diversified items of equipment such as lawn mower, 





Part of the large display of tools, hardware and other home milkers and electric fencers. 
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More than most, this small 
town yard is part of the 
everyday life of the people 
it serves. It is a real “farm 
and home supply center.” 


WHEAT’S FOUND it well worth the 
money to hire an architect when it came 
to remodeling. His skill meant a better 
use of space and a more attractive ap- 
pearance. See photo, right below, show- 
ing exterior of store before remodeling. 
Wheat’s remodeled store, right, offers a 
well rounded shopping center to the 


farmer, his wife, and the town’s people 
of Moravia, N. Y. 





THIS CLEAR SPAN warehouse for bulk materials is a labor 


saver. Materials are unloaded at floor level directly into stor- 
age. Materials for delivery are loaded onto trucks at opposite 
side. Either lift trucks or motorized and gravity conveyors can 
be used efficiently. Wheat’s built own aluminum sheathed slid- 
ing doors that move with finger tip ease. 


building materials display stove where all the different 
products sold could be located and presented to the 
pul blie visibly and attractively. 

The store is large, airy and attractive. It is packed 
with all sorts of interesting displays of building mate- 
rials, home appliances, decorative products, plumbing 
and electrical materials, and products for the upkeep 
and improvement of both the home and farm. 

Tools, lighting fixtures, dishes and pots and pans, 
milking machines, waxes, and a glass department are 
just a few of the products on the counters—these in 
addition to a well balanced stock of the usual materials 
found in a building materials store. 

At the same time, traffic patterns to get shoppers 
Past the displays, and adequate space to make shop- 
ping convenient, have been included. 

Dishes, pots and pans and household items serve a 
truly practical purpose at Wheat Bros. They form a 
grouping of items for which the farmer’s wife can 
shop when she comes to town with her husband. The 
wife thereby adds an extra reason for the farmer to 
buy at Wheats. 


Vheat Bros. has contracted in one form or another 
so long, that it is a natural part of the company’s 


Burtp1nG Propucts MERCHANDISER 


LUMBER 4 











business. But it does not form a business apart. 
Contracting is a service. Wheat Bros. was putting 
materials together into a barn or home long before 
the term package selling became current. It has al- 
ways appeared to the owners a logical way to do 
business. 


Because the Wheat brothers sell plumbing and 
electrical equipment and appliances, they maintain 
their own crews to do this work. They generally do 
the installation of these materials. Otherwise sales 
fall into one of the following categories: the customer 
finds his own contractor; Wheat Bros. takes the zen- 
eral contract and then sublets the job except for 
plumbing and wiring; or, if necessary, the company 
hires masons, carpenters and other workmen. In this 
case, Wheat Bros. actually functions as general con- 
tractor and supervises the job. 


It is both interesting and instructive to find a 
building materials business that takes package selling 
in stride. The contracting, or labor side of the busi- 
ness, in no way over-balances the store operation. The 
sale of merchandise is the chief reason for Wheat 
Bros.’ existence; taking the responsibility for erec- 
tion of materials is treated as a natural adjunct to 
the sale whenever the buyer needs such help. 


Independent contractors—usually carpenter con- 
tractors—find it natural to work with Wheat Bros. 
Wheats takes over the responsibility of general 
direction, arranging financing, and the wiring and 
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PART OF THE HOUSEWIFE’S department is shown at left. Items offered for sale are prac- 
tical, of good quality, and reasonably priced. To be successful, the women’s household depart- 
ment should contain enough variety to make shopping worth while. A few trick items will never 
develop real consumer trade. Paint display is in background. The display at right contains 
practical household items that are attractive enough to double as gifts. The farmer’s wife, and 
the housewife from town, always find interesting shopping at Wheat’s. 


plumbing. The carpenter-contractor concentrates on 
the job at which he is most skilled. 


PART IN COMMUNITY 

Wheat Bros. is no hit and miss operation. It has 
developed with experience and the willingness to take 
on responsibility. These factors have been instru- 
mental in the addition of products and services until 
the company is now a complete “farm and home 
supply center.” 

The company presents an almost ideal combination 
of business methods and community attachment. The 
Wheat brothers and their company are part and 
parcel of their community—not a separate entity 
living off the community. In accomplishing this end 
through improvement and service, Wheat Bros. has 
developed a physical plant that fits the slogan: Farm 
and home supply center. 

The cloth fits the pattern well at Wheats, but the 
owners are constantly trimming loose ends. 


IMPROVED MATERIAL HANDLING 
As an example, they are now improving the han- 
dling of heavy and bulk products. They have recently 
completed a large, clear-span warehouse where hay, 
fertilizer, cement, wallboard, lime, plaster, and many 
other items can be handled rapidly and efficiently. 
The floor is box car height with a covered unload- 
ing platform. There are numerous access doors. On 
the opposite side is a platform for loading out trucks. 
All doors are of the sliding type, built at the yard, 
and sheated with aluminum sheets. This construction 
makes a light, strong door that is very easy to handle. 
The clear span construction makes practical the use 
of either motorized and gravity conveyors or forked 
lift trucks. The Wheats have not yet decided which 
type of equipment will serve them best. 


HAY AND GRAIN 

The buying and selling of hay and grain has always 
been an integral part of the business. Wheat Bros. 
finds this side of the business helps bring the farmers 
back to buy building materials. It also means the 
farmer has one less stop to make when he comes to 
town on a shopping trip. 

After a recent fire, the company is building a mod- 
ern mill and grain storage plant. 


32 


Fred Wheat, incidentally, mentioned two items con- 
cerning insurance that their fire brought home. The 
company has for many years had an _ independent 
appraisal company list and put a value on every single 
building, piece of equipment, and item of stock. This 
inexpensive service paid for itself many times over, 
since it provided a very comprehensive basis for in- 
surance claims, and one that was completely accept- 
able to the insurance company. 

A debris removal clause was another feature of the 
insurance that saved the company a number of thou- 
sands of dollars. Fred Wheat highly recommends in- 
cluding this clause in every fire insurance policy. 


PSYCHOLOGY OF SUCCESS 


Besides being a well run business from the book- 
keeping, merchandising, contracting and service points 
of view, Wheat Bros. presents another aspect of suc- 
cess that is perhaps too often neglected. The company 
gives a strong impression of wholesome interest in the 
people it serves. The farmer in from his fields, or the 
housewife from up the street, come in the front door 
confident of friendly, democratic treatment. 

This vital, human interest in friend and neighbor 
means that the Wheat brothers think in terms of 
“How can we do a better job of supplying goods and 
services for our customer?’’, as opposed to “How can 
we run this business to make more money?” The two 
points of view may often result in similar physical 
appearances, but the friendly approach means far 
better customer relations. It is, in fact, the real 
strength of the independent business man. 


THE MEN IN CHARGE 


The Wheat brothers became sole owners in 1921. 
Since the death of John Wheat in 1943, Floyd and 
Fred have managed the business. Associated with the 
company since 1924 are J. Stanley Pryce, in charge of 
building materials, and Stewart Webster of the hard- 
ware and appliance department. 

There is an average of 50 employes in the store, the 
yard and out on jobs. 

Whether a manager or a yard employe, every man 
has a friendly interest in serving. 
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Spearhead of the Fall and Winter 
Merchandising program is this big 32 
page "idea" book for all home own- 
ers, available to dealers for distribu- 
tion to their prospect or mailing list. 
Details of the program and how to 
get a supply of this book are outlined 
in these pages. 


A bara hitting Fall and Winter 

Merchandising program, 
launched in the September 10 issue 
if AL&BPM, has caught the fancy 
if sales minded executives through- 
ut the building materials indus- 
try. 

This program is aimed four 
square at giving the dealer prac- 
tical tools with which to sell the 
tremendous consumer market cov- 
ered by home improvement, altera- 
tions, additions, decoration and 
maintenance work. 

Subsequent issues of AL&BPM 
vill tell in detail how to make every 
phase of consumer selling make 
profits for you. We will present 
‘ase histories of how your fellow 
lealers have built highly profitable 
dusiness through consumer selling. 


A GUIDE TO BETTER LIVING 


In order to stimulate consumer 
this fall and winter, 
AMERICAN LUMBERMAN has devel- 
ped a 32-page, two-color idea book, 
‘entitled A Guide to Better Living. 
‘t contains over 500 ideas for home 
‘mprovement — 500 enticing, 
‘noucht-provoking ways to get 
ore comfort, convenience, beauty, 
and «fficiency into a home. 


business 


UILDING Propucts MERCHANDISER 


This book is written as a per- 
sonal advertising piece for every 
dealer who wants to promote con- 
sumer business. It fits admirably 
into any promotional program — 
and will bring live, ready-to-buy 
prospects into the dealer’s yard. 
And the cost of this fine book is 
many times lower than any dealer 
could produce in the quantity that 
he will require. 

As a means of helping to insure 
this idea book, AMERICAN LUMBER- 
MAN has also developed a series of 
advertising mats — not only to 
arouse interest in the book, but to 
directly promote an interest in 
specific features of home improve- 
ment. These are available at cost 
for any dealer to use in connection 
with his program around A Guide 
to Better Living. Samples of these 
ads are reproduced on these pages. 
There are six in all, a complete set 
available for $2.50 to any dealer 
who orders a supply of the con- 
sumer booklets, or .50 each. 


WHAT DEALERS SAY ABOUT AL&BPM’S CON- 
SUMER SELLING PROGRAM 


Dear Art, 

Your book is a wonderful promo- 
tion piece!!—Jack Huddleston, LAKE- 
SIDE LUMBER CO., Oswego, Ore. 


Mr. Arthur A. Hood 
Chicago, Illinois 

Your brochure “A Guide To Better 
Living” has been studied from cover 
to cover and really is a fine merchan- 
dising plan which many dealers should 
use.—H. S. Wormhoudt, WORM- 
HOUDT LUMBER CO., Ottumwa, Ia. 


FALL and WINTER 
SALES PROGRAM 


Catches Ou 


American Lumberman consumer selling pro- 
gram finds enthusiastic acceptance from all 
segments of the building materials industry. 
Is answer to fall and winter sales. 


Mr. Arthur A. Hood, Editor 

We have looked over the promotion 
booklet, “Guide to Better Living,” 
and think that it includes some very 
fine ideas—Glen M. Miner, general 
manager, WHITING-MEAD CO. OF 
SAN DIEGO 


American Lumberman & Building 

Products Merchandiser 
139 North Clark St., 

Chicago 2, Illinois. 
Dear Art: 

Was very much interested to hear 
about your creative selling program, 
and your plan is a very good one 
particularly for smaller towns.—John 
E. Schroeder, pres., JOHN SCHROE- 
DER LUMBER AND SUPPLY CO., 
Milwaukee, Wis. 


WHAT MANUFACTURERS SAY 


American Lumberman & Building 

Products Merchandiser 
139 N. Clark Street 
Chicago 2, Illinois 

We have your letter discussing 
your fall and winter merchandising 
program to be featured in your Sep- 
tember 10th issue. 

We think this is a splendid under- 
taking on your part and will look 
forward to seeing the September 10th 
edition ourselves —CERTAIN-TEED 
PRODUCTS CORPORATION 


American Lumberman & 

Products Merchandiser 
139 N. Clark St. 

Chicago 2, Illinois 

Thank you for your program for 
increasing the fall and winter mer- 
chandising of your dealers. 

We should like to take this oppor- 
tunity to compliment you on the in- 
teresting and practical program you 
show.—_THE MAJESTIC COMPANY 


Building 
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WHAT ASSOCIATIONS SAY 


Mr. Arthur A. Hood, Editor 
Dear Art: 

I like your new effort to help in- 
crease dealers’ business during the 
winter months. Think you have got- 
ten out a splendid little booklet and 
I am enclosing a marked copy of our 
bulletin on it. I hope that a majority 
of our dealers here in Texas will 
take hold of this thing and work it 
for all it is worth.—Gene Ebersole, 
Executive Vice-president, LUMBER- 
MEN’S ASSOCIATION OF TEXAS 


Mr. Arthur A. Hood, Editor 
American Lumberman & Building 

Products Merchandiser 

This is a very excellent promotion 
brochure and every progressive build- 
ing material dealer should have it in 
his sales portfolio—Harris Mitchell, 
Secy.-Mer., VIRGINIA BUILDING 
MATERIAL ASSOCIATION 


Mr. Arthur A. Hood, Editor 
American Lumberman 
Dear Art: 

Wish to advise that I think the pro- 
gram is excellent and should be stimu- 


lating to business throughout the 
year. 
It is attractively presented and 


should appeal to not only those who 
do handicraft work as a hobby but 
it supplies suggestions that every- 
body can follow.—Orrie W. Hamilton, 








Over 500 Waye 


to Improve Your Home 


32-pages of pictures, ex- 
amples, suggestions — for 
modernizing your kitchen 
or bathroom, a room in 
the attic, a basement 
room, for home decora- 
tion, for planning your 
new home. 


Get your copy of “A Guide 
te Better living” today 
Step in, Write or Phone 


Dealer's name 
and phone number 











Secretary - Manager, SOUTHERN 
CALIFORNIA RETAIL LUMBER 
ASSN. 


Mr. Arthur A. Hood 
American Lumberman 

I think this “drive” and the book 
“A Guide to Better Living” will fil a 
real need, in fact, two real needs. 
First, it points the way to creative 


selling. Second, it tends to over- 
come, or at least lessen, the winter 
slump.—J. V. Smith, Secretary, 
MOUNTAIN STATES LUMBER 
ASS’N 


Mr. Arthur A. Hood, Editor 
American Lumberman & Building 

Products Merchandiser 
Dear Art: 

Permit me to congratulate you on 
a most wonderful program. I can see 
lots of reasons why the retail lumber 
dealer should cooperate with you in 
every way in making this program a 
success.—Hunter M. Gaines, Secre- 
tary, MICHIGAN RETAIL LUMBER 
DEALERS ASSOCIATION. 


Mr. Arthur A. Hood, Editor 
American Lumberman & Building 
Products Merchandiser 


Dear Art: 
I think this is a splendid idea for in- 
creasing sales during the winter 


months.—E. B. (Ted) Lemmons, Sec- 
retary-Treasurer, MISSISSIPPI RE- 
TAIL LUMBER DEALERS ASSN. 





a Mail This Form Today 
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@ng Be Name 


HOME AND FARM OWNERS! 


m ‘ 
a Garde Co Better Lint 


+ A NEW 
BOOKLET 
FOR YOU 


“A Guide to Better Living’ — contains 
over 500 ideas and suggestions for 
improviag, repairing, decorating your 
home. 


32-pages of pictures, examples, ways to im- 
prove your home—to increase your comfort. 
Every home and farm owner should drop in, 
write or phone us for @ copy. 
FREE ON REQUEST 

Planning to build a new home or some new 
farm building? Thinking of doing some fixing 
around your home or farm buildings? Think- 
ing of Painting? Re-roofing? Insulating? 
Storm Windows and Doors? A room in the 
atfic? Contact us on your building needs. 


Dealer's Name 
and Phone Number 


Re Sa ORR e 72 ERATURE te 


a) 








American Lumberman & Building 
Products Merchandiser 


139 N. Clark St., Chicago 2, Ill. 


Send us FREE sample of your new booklet, 
"A Guide to Better Living,” together with 


price on . copies. Also send 


samples of advertising mats and prices. 


Firm . 


By 


City .. State. 
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Why, \NSTALMENT SELLING 


Time payments are the natural answer to 
many consumer selling problems — the 
clincher that turns a prospect into a customer. 


| heres SELLING has 
proved itself in every retail 
field. It has proved itself to many 
building products merchants who 
have put the plan to work in their 
yards. Selling with monthly pay- 
ments will assume added impor- 
tance as competition increases. 
AL&BPM has given the retail 
dealers of the country a top-notch 
plan for building consumer sales 
our Fall and Winter Merchandis 
ing plan. Proper financing plays 
a big part in making any consumer 
program produce the biggest pos- 
sible number of sound sales. 
Allied Building Credits, a firm 
with broad experience in _ instal- 
ment selling in the retail lumber 
field, has prepared the following 
list of reasons why dealers profit 
xy using instalment selling, and 
why customers like to buy that way. 


HOW DEALERS PROFIT 


1. The lumber dealer can compete 
with appliance, automobile and mail 
order dealers on their own ground. 
As mentioned previously, selling on 
time is one of the secrets of the suc- 
of American industry. The 
lumber dealer can and will get his 
share of the home-owner’s dol- 
lar if he makes it possible for a 


IN THE HOME: unfinished atics are just one source of fall 
ind winter business for the retail lumber dealer. Creative sell- 
ing plus instalment selling can turn unused space into attractive 
rooms for the home owner—profitable sales for the dealer. A 
-sold on a consumer package basis on time 
payments—will mean further improvements by the same owner 
idditional sales to envious neighbors. 


remodeled kitchen 


Pp 


6'ILDING PRODUCTS 


MERCHANDISER 


prospective customer to buy on time. 

People want to be proud of their 

homes. They want the things you, the 

lumber dealer, can furnish them. 

Properly sold, the things that you 

have to sell are easy selling. 

3y the time the prospect comes to 

your office he has already sold him- 

self on the idea that some improve- 
ment is required. The average pros- 
pect doesn’t know how to go about 
making that improvement. Conse- 
quently, if you can show him with a 
small sketch, photograph or a picture 
in a booklet what the completed job 
will look like, a big part of the sell- 
ing job is completed. Then if you 
quote the complete price at so much 

a month, the customer wif go no 

further. 

For your customer is looking for 
Summer evenings on a_ screened 
porch, not lumber. 

A smart recreation 
lumber. 

Self-respect and community stand- 
ing. 

Protection of a new _ roof, not 
shingles. 

Warmth, comfort and fuel saving, 
not insulation. 


room, not 


2. You eliminate the price shopper. 
With a sketch or picture as men- 
tioned above, you take the sale out 
of the board and 2 x 4 class. The 
prospect can no longer compare the 
price of materials. You are selling 
a complete job into which such extras 

















go as service, craftsmanship and 
quality of construction. 

You sell a complete new room in 
the attic. The price of irfsulation 
board does not enter into the picture. 
The customer forgets to ask the price 
as soon as he or she becomes inter- 
ested in the color of the decorations. 
3. The complete deal is kept within 
the organization. 

Instalment selling makes it possible 
for the lumber dealer to handle every 
phase of a construction job. You have 
the necessary forms, rate cards and 
other material in your office. 

If a customer gets a loan, he then 
has ready cash in his hand and is in 
a position to shop around to find, not 
where he can get the best construc- 
tion, but where he can get it cheapest. 
Possibly your prospect is going to 
build an addition in which there will 
be a bathroom and a fireplace. By 
quoting a time payment price on the 
complete job, it is then not necessary 
for the prospect to go look up a 
plumber who may have a friend who 
is a carpenter-contractor and another 
friend who is a plasterer and perhaps 
another who is a bricklayer. Any one 
of these contractors might suggest 
that the customer can get such and 
such material from another lumber- 
yard. And before you know it, you 
are selling only part of the material 
and are trying to work with crafts- 
men with whom you are not ac- 
quainted and may not even know. 
4. Customers return to you when 
additional jobs are needed. 

Having once experienced the sim- 
plicity and the satisfaction of doing 


urally returns to you when other work 
is required. 
Some _ instalment note 


companies 
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make it a point to advise the lumber 
dealer when the note has been paid 
in full so the dealer can go back 
to the customer and suggest further 
improvements. 

5. You get paid in cash. 

When you use instalment selling you 
escape the problem of extending 
credit and you tie up no capital in 
open book accounts. Just as soon as 
the job is completed you are paid in 
cash. Your lending agency takes over 
the responsibility of investigating 
credit and making the collections. 

6. No collection headaches. 

Once the job is completed your finan- 
cial agency makes all collections. You 
are completely relieved of this some- 
times touchy chore. It is easier for 
an impersonal agency to collect these 
monthly payments as a customer is 
less inclined to “beg off” as is fre- 
quently the case in open. book 
accounts. 

7. You can sell more types of jobs. 
Instalment selling services cover re- 
pairs, remodeling, additions to all 
types of structures, new non-resi- 
dential buildings plus equipment, 
appliances and materials. Some of 
these jobs might not originate norm- 
ally through a lumberyard, but be- 
cause of the service you are able to 
render, you will find that you are 
able to handle a greater variety 
of jobs. 

8. Small jobs grow into big ones. 
When a customer is interested in a 
small job, you can show him how 
other items may be added while he 
still pays the same price per month. 
This, of course, is done by extending 
the payment period. 

Or, if the job does not run as high 
as expected and the line of credit 
established exceeds the cost, then 
other items can be suggested and sold 
for the balance. 

For instance, one dealer had a call 


amounted to less than $100.00 that 
grew to over $500.00 by combining 
good salesmanship with instalment 
selling. 
9. It is easier to substitute materials. 
By selling a complete unit rather 
than individual items you can select 
the materials from your stock which 
are in more plentiful supply. For 
instance, you could use _ insulation 
board instead of wood sheathing, con- 
crete blocks or tile in place of 2 x 4’s 
or one type of shingles for another. 
In the long run the customer gets a 
good job without delay and without 
the necessity of shopping for some 
specific item which he may have 
in mind. 
10. Extended payments lick high 
prices. 
Even though materials and services 
cost more today, your customer won’t 
back down if you quote easy pay- 
ments. For budget payments need not 
reflect higher prices. You merely ex- 
tend the payment period to keep 
within the customer’s means. 
11 One sale breeds another. 
The wagging tongue of a satisfied 
customer is your best advertisement. 
Rarely is a remodeling or improve- 
ment job done but what neighbors or 
the visiting guests are given a con- 
ducted tour and detailed explanations 
of the procedure. The more jobs you 
sell on instalment selling, the more 
prospects you will develop. 
12. You sell at the full list price. 
When you use the budget payment 
plan to sell a complete job, you aren’t 
selling individual items at so much 
per piece. Using your list price plus 
labor you figure the complete job and 
quote it on a monthly basis. Your 
customer loses interest in the price 
of 2 x 4’s and nails. 


WHY CUSTOMERS BUY 


pleted and his payments remain uni- 
form throughout the payment period, 
2. Payments can be adjusted to in- 
come. 

This point has been explained pre- 
viously but can bear repeating. On a 
$160.00 job for instance, payments of 
$14.04 are required to cover the 
amount due if paid over a twelve 
month period. These payments grad- 
uate down to $5.11 per month if paid 
over a thirty-six month period. 

3. The job can be completed without 
delay. 

A home-owner, for instance, can get a 
complete sunporch finished before the 
summer is over as it might be if he 
bought a few pieces at a time and 
put the job together piecemeal. 

Or a farmer could have his new gran- 
ary ready by the time his crop was 
harvested. 

4. The buyer can select the contractor. 
In many cases the home-owner is 
sold the job on the spur of the 
moment by a transient or fly-by-night 
operator merely because he can buy 
on time. With instalment selling 
available through his own well known 
and well established lumber dealer, 
the home-owner can be sure of get- 
ting quality work done by a qualified 
and responsible contractor. Also if 
he has a certain contractor in mind, 
the lumber dealer can still handle the 
deal, giving the customer his free 
choice. 

5. Complete arrangements for the job 
can be made in one place. 

With this method of selling, it is not 
necessary for the customer to go out- 
side the dealer’s office for money or 
to find two or three different types of 
contractors or go looking in various 
places for materials. He can do his 
complete buying in one place. 

6. The buyer can combine several 
small jobs. 

Under the budget payment plan the 





for weatherstripping. After discuss- 1. No down payment. buyer can clean up many odd _ jobs NS 

ing the job, he sold insulation also Unlike when purchasing appliances around his house at one time and pay — 
for a total cost of $180.00 or $15.79 and other such items where a fairly for them all in one regular payment. 

a month for twel*e months. Then, by substantial down payment is required For instance, he can buy storm win- ep 
by extending the payment period to —none is required for home modern- dows, have his attic insulated, build 

three years he was able to sell a new ization and improvement. This is a a fireplace in the back yard and have es 

roof, a paint job and other material, terrific aid to your selling problem. the plaster repaired in his kitchen and es 

all for the same price per month of The customer starts out paying so make payments for all of them at one it 

$15.79. Here is a job that originally much per month after the job is com- time to one source. p 

@k 

eP 

apnatannenrare-ailll Say 

ane 

car 


ON THE FARM: instalment selling means more sales to farm- 
ers who need necessary repairs for homes and outbuildings— 


it means more sales of portable buildings such as broo:der 
houses. Much of this work can be done during winter months. 
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Make Your Own Selection 
of Quality Red Cedar Products 


IN ONE MIXED CAR 





@ Portland Brand Shingles—all grades. 

@ Skookum Tru-Cut Processed Shake. 

@ Skookum Tru-Cut Stained Shakes Brush-Coated 
in five fast-selling colors: green, brown, gray, 
prime white and buff. 

@ Hand-split shakes. 

@ Patch-Pack— complete shingle repair kit. 





Saves time—saves money—order the quantity 
and selection you need. Write for new mixed- 
car plan today, or call TWinoaks 1183. 





PORTLAND SHINGLE CO. 


9038 N. DENVER AVE. e PORTLAND 3, ORE. 
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o0.J.Silbernagel 


WHOLESALE DISTRIBUTO 


West Coast Lumber 


and 


Lumber Products 


SPECIALIZING IN 


PONDEROSA PINE 


AND 


DOUGLAS FIR 


e LUMBER 

e MILLWORK 
® MOULDINGS 
© SIDING 

® FLOORING 


Geo.J.Silbernagel 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Il. 
Telephone RAndolph 6-0540 
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of National Interest from Organized Dealer Groups 






























Snark Picked at Meet 


HOO-HOO ELECTS 


Washington, D. C. lumberman 
is elected Snark of Universe 


Martin T. Wiegand, Vice-Presi- 
dent of Martin Wiegand, Inc., 
Washington, D. C., will rule as 
Snark of the Universe for the com- 
ing year. 

This honor was conferred by the 
Concatenated Order of Hoo Hoo, 
assembled in annual meeting in 
Kansas City, Mo. 

The Concatenated Order of Hoo 
Hoo was originated in 1892 at 
Gurdon, Ark., where a small group 
of men in the lumber industry 
were marooned by delayed trains 
after attending a lumbermen’s con- 
vention at Camden, Ark. After 
delving into Egyptian lore for cus- 
toms and rituals, the founders 
chose the name Hoo Hoo and many 
of the officers’ titles from Lewis 
Carroll’s “Hunting of the Snark.” 

The Order’s emblem is the Black 
Cat with its tail curled to form 
the figure 9, and the legendary nine 
lives of the cat are symbolic of 
the organization’s longevity and 
much of its business. Annual elec- 
tions, for instance, are held at 
9:09 a.m. on the ninth day of the 
ninth month. 

In spite of its bizarre name and 
the apparent levity of its ritual, 
the order has a code of ethics based 
on the Golden Rule and the square 
deal. Its announced objectives to 
foster all activities that benefit the 
lumber industry and humanity, 
have been expanded to include ac- 
tivities in the field of civic affairs 
where its accomplishments have 
aroused interest, not only of in- 
dustry, but of the public. 

Mr. Wiegand, a native Wash- 
ingtonian and lifelong lumberman, 
has previously served as the or- 
ganization’s Senior Hoo Hoo and 
as president of the local Hoo Hoo 
Club. 


38 


NEBRASKA PAMPHLETS 


Nebraska group wants members 
to solicit installment sales 


Nebraska Lumber Merchants As- 
sociation is providing pamphlets 
which members may send out to 
customers and prospective custom- 
ers in a concerted drive for more 
sales through installment selling. 


The association furnishes the 
pamphlets at nominal cost, im- 
printed or otherwise, and suggests 
that they be sent out with mailing 
pieces or monthly statements. 


Secretary Phil Runion points out 
that 80 percent of the buying pub- 
lic makes purchases on the install- 
ment plan... . “but, unfortunately, 
lumber dealers are not getting 
their share. However, an increas- 
ing number of dealers are discover- 
ing that there are many advantages 
to installment selling.” 

The association not only offers 
the pamphlets which give full de- 
tails on the FHA financing plan but 
will also provide dealers with the 
application forms for making loans. 


TEXAS A&M TO START 
MARKETING COURSE 


Four-year course is expansion 
of successful 30-day schools 


A four year course in Building 
Products Marketing, something 
new in the Southwest, will be in- 
augurated this fall at Texas A & M, 
it has been announced by W. B. 
Henderson, president of the Lum- 
bermen’s Association of Texas. 


The college developed the compre- 
hensive course to provide special- 
ized education in marketing 
building materials through the 
cooperation of the State and Na- 
tional associations. In reality, the 
new course is but an expansion of 
highly-successful 30-day courses 











that were held for two years at 
Southern Methodist University. 
Students will receive fundamen- 
tal training in architecture, eugi- 
neering, business and economics. 
During the summer they will re- 
ceive practical experience through 
required yard and store training. 
Upon graduating, they should be 
able to step right into the building 
materials field, thoroughly trained, 


INSURANCE BENEFITS 


Canadian lumbermen fortunate 
to have liability insurance 


A Canadian lumberman was 
jolted into buying public liability 
insurance recently—and glad of it. 

He was walking through his lum- 
beryard when a long stick of lum- 
ber came sailing out of a freight 
car, narrowly missing his head, re- 
ports the Ontario Lumber Dealers’ 
Association News. Soon after tak- 
ing out the policy, two youngsters 
were playing around the lumber 
piles in the unfenced yard after 
business hours. One pile tipped 
over and killed one of the boys. 

Naturally grieved over the loss 
of life, the dealer was thankful for 
the financial protection afforded by 
the policy. 


ACTIVE TESTING BOARD 


Building Materials Consulting 
Committee looking for business 


The Building Materials Consult- 
ing Committee of the Northeastern 
Retail Lumbermens Association 
not only has been active and effec- 
tive since 1944—but is looking for 
more business! 

Committee members, each an ex- 
pert in his particular field yet serv- 
ing without remuneration, assist 
manufacturers of new products for 
the lumber and building materials 
industry to get better acceptance 
by the trade. 

Primary interest of the commit- 
tee is in new building products, or 
new uses for old ones which may 
reduce the cost of construction or 
maintenance. Manufacturers can 
readily obtain typical dealers’ reac- 
tion to a proposed product and its 
utilization and the report can be 
confidential. Most of the problems, 
discussed informally at regular 
meetings, deal with packaging, 
styling or methods of merchandis- 
ing. 

The association urges more mal- 
ufacturers serving the 1.200-odd 
members to make use of this free 
service but cautions that the com- 
mittee is not interested in a sales 
presentation. 
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For FASTER PRODUCTION ... For elimi- 
nating REGLAZING . . . For QUICK SET- 
TING .. . Like all BIDDLE Products, PER- 
MA GLAZE is produced under LABORA- 
TORY CONTROL assuring you of uniform 
consistency. PERMA GLAZE sets as it is 
applied. You can ship safely without dry- 
ing time. Your REGLAZING PROBLEM dis- 
appears with LABORATORY CONTROLL- 
ED PERMA GLAZE. It can't be matched for 
higher, better production. Fill in the cou- 
pon below for working sample. 








W:%e)-9 Gael. manele) bate) maa 


PLEASE SEND ME, WITHOUT OBLIGATION, A TEST SAMPLE OF 
BIDDLE LABORATORY CONTROLLED PERMA-GLAZE 
TO ATTENTION OF 


NAME 

FIRM NAME 
ADDRESS 

TYPE OF BUSINESS 


THE BIDDLE CO. Dept. LP-1 
612 S. MAIN ST., ST. LOUIS, MISSOURI 
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dence the Heatsaver takes the ede 

















from a chilly day without firing 
the main heating plant. It may 
also be used in converting an open 
porch. For clubs, or week-end c¢ \t- 
tages, the Heatsaver fireplace gives 
° . quick heat with whatever fuel may 
Products .... Sales Aids .... Literature (foo) hana’ in the low-cost hone 
it may very well be the central 
Steel Drawer Cabinets on one inch centers; lengthwise heating plant. Write The Donley 
for Small Parts dividers may be added or removed Brothers Co., Dept. AL&BPM, 
Two strong and sturdy, low- at will. Label holders are fur- 13928 Miles Ave., Cleveland 5, 
priced steel drawer cabinets are nished on every drawer and divid- Ohio. 
designed especially for nuts, bolts, er. Equipto No. 11 has 18 drawers, 
washers, screws, nails, etc. They each with 3 cross dividers, giving 
can be used singly, side-by-side, 72 adjustable compartments. 
back-to-back, and stacked on top of Equipto No. 8 has 8 drawers, each 
each other. Frames are welded in- with 2 cross dividers, giving 24 ad- 
to one strong solid assembly. Draw- justable compartments. Write — 
ers have adjustable cross dividers Equipto, Division of Aurora 
Equipto Company, Dept. AL, 
Aurora, IIl. 
The "Heatsaver"— 
A Heating Device 
The Heatsaver fireplace, avail- 
able in different sizes, can do an BEA 
excellent job of heat delivery to fect 
meet various needs. Its high utili- 
zation of.generated heat, and the - 
possibility it offers of piping that suit 
heat to adjoining rooms, are im- e 
portant factors. For the large resi- - 
NOTHING TO SAW--NOTHING TO THROW AWAY om 
. ITY 
CONVENIENT TO STOCK 
takes up less room than fea 
standard lengths. Uni 
EASY TO HANDLE pri 
saves handling time both in Sor 
the yard and on the job. 
Ac 
COSTS LESS 
so! 
cheaper than standard 
lengths; a grade for every 
need, 
af 
REDUCES INVENTORY 
you stock less lumber—yet the 
you can fill any bill. ho 
SAVES LABOR mi 
a builder favorite because DIERKS END-MATCHED PINE FLOORING 
there’s no sawing or squar- 
ing to do Your customers quickly see that they save three ways 
- on Dierks End-Matched — oe = —— a eens Ma 
that means a saving in- labor. No odds and ends to 
REDUCES WASTE throw away... that spells less waste. Costs less than 
lays faster; no cut-offs to —T" lengths ... that means its cheaper at the THE 
throw away. Cash registers ring when you tell the simple story of 
the triple economy in Dierks End-Matched. Order 
MAKES SMOOTH TIGHT FLOORS. Dierks End-Matched —. and cash in on the demand ——— 
: for this low-cost, quality flooring. 
perfect match at sides and — a WAL R 
ends gives smooth “one- FREE: A high-grade thermometer mounted RES! 
. ”" on a specimen of Dierks end-matched pine 
piece” effect. flooring. (This offer limited to dealers east 
of the Rockies.) Send 25c coin or stamps to 
. cover cost of wrapping and mailing. Jo 
D : 
Dierks Bldg. 1006 Grand Ave. Kansas City 6, Missouri = = 
September 24, 1949, AMERICAN LUMBERMAN C BuiLDIN 








HERE'S WHY 
HOMEOWNERS 
DEMAND 


DIXON 


Weather-Lok Units 











BEAUTY AND QUALITY are built-in. Per- 
fectly joined Ponderosa pine, kiln dried; 
extra wide blind stop; various layouts to 
suit individual taste . . . all combine for 


eye-appeal which means buy-appeal. 


ECONOMY, DURABILITY, ADAPTABIL- 
ITY—all appeal to the homeowner, all are 
features of Dixon Weather-Lok Window 
Units. . . . Low in cost; eliminate high- 
priced on-the-job work hours. Toxic treated 
for long life. Completely weather-stripped. 
Adaptable to frame, veneer, or solid ma- 


sonry construction with minimum of change. 


Investigate 


the "business building” possibilities of the 
homeowner demand for these superior 


mill-made window units. 


Manufactured by Western Pine Mfg. Co. of 


THE DIXON INDUSTRIES 


mnie OO OR OE OO ete 
HAL R.DIXON GRANT DIXON, JR. C.E.BARTLETT 


RESIDENT VICE-PRESIDENT SEC'Y. “TREAS. 


For Full Information Wire or Write 


JOHN H. MEARS, Inc. ELLIS GLAZING CO. 
Baltimore 30, Maryland Henryetta, Oklahoma 


EXCHANGE LUMBER & MFG. CO. 
Spokane, Washington 
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Rich, full- flavored! Delicious! 
Rich, full-flavored! Delicious! 
DeLuxe Fruit Cakes are the gift 
supreme ... for friends, employees, 
customers, associates. Only the 
natural goodness of the world's 
choicest fruits and nuts, blended 
by an exclusive recipe, give DeLuxe 
Fruit Cakes their distinctive flavor 
and goodness . . . a flavor which 
has won world renown for more 


than thirty years. 


PRICES INCLUDING MAILING 


DeLuxe Fruit Cakes are mailed 
(insured) to any destination in the 
United States at no extra cost. 
One to 24 cakes: 2-lbs. $3.35, 
3-lbs. $4.75, 5-lbs. $7.50. Write for 
other prices on quantity lots. 


COLLIN STREET BAKERY 
CORSICANA, TEXAS 


















Solve your gift prob- 
lems this year the 
DeLuxe Fruit Cake 
way! Simply send us 
your gift list. We'll 
take care of all de- 
tails. . . mailing, in- 
surance, and gift card 
enclosures. Just one 
list, one order, and 
one billing ends your 
Christmas shopping 





worries. And, remem- 
ber, Fruit 
Cakes are exclusive 




















DeLuxe 





gifts. You can give no 
finer, no tastier, no 
more timely and ap- 
preciated gift than a 
delicious DeLuxe 
Fruit Cake . . . the 

gift you can not 

duplicate at 

any store. 
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Three Acoustical Materials 
Added to Gold Bond Line 

Three products have been added 
to the Gold Bond line of acoustical 
materials. Introduced to architects, 
builders and sound control engi- 
neers, in a colorful broadside, the 
new materials include Travacoustic, 
a mineral tile; Acoustifibre, a 
drilled wood-fibre tile; and Ther- 
macoustic, a sprayed mineral wool 
product. Gold Bond Travacoustic 
is a tile fabricated from rock wool 
and precut into uniform sizes and 
standard thicknesses. It provides a 
high degree of sound absorption 


and light reflection, and boasts all 
of the decorative quality of traver- 
tine stone. Thermacoustic is a fire- 
proof material especially designed 
to be sprayed on ceilings and 
arches. It may be applied in any 
desired thickness and is effective 
for both noise reduction and ther- 
mal insulation. Acoustifibre is an 
improved wood-fibre tile with hun- 
dreds of cleanly-drilled perforations 
to deaden noise. Manufactured on 
recently developed, high-capacity 
machinery, the new material offers 
more sound absorption per square 
foot than earlier types of wood- 
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Prompt Shipment of Most Items 





=% DIMENSION 


All Retail Yard Items 
Industrial Specialties 


plas 


FIR & LARCH 







Never have we produced finer quality stock than we’re 
shipping today. We're operating in a beautiful tract 
of Ponderosa Pine timber, with some intermingling of 
Douglas Fir and Larch. We’re shipping straight cars 
of Ponderosa Pine yard and shed items or mixing an 
assortment of Ponderosa Pine items with Fir and Larch 


dimension. 


Consult us on your needs in yard and 
shed stock, factory and industrial items. 


Alexander-Yawkey Lumber Co. 


PRINEVILLE, OREGON 


Member Western Pine Association 





Member Ponderosa Pine Woodwork 


fibre tile. Write Acoustical Engi- 
neering Department, AL, National 
Gypsum Company, Buffalo 2, N, y. 


Bruce Offers Series of Five 
Promotion Booklets 


E. L. Bruce Co. offers a series 
of five, full color booklets to dealers 
wishing to promote Bruce flooring, 
The attractive new literature js 





with 


illustrated 
graphs showing professionally de- 
signed room settings with hard- 
wood block floors and conventional 
hardwood strip flooring. One piece 
features factory finished flooring. 
The booklets are available in two 


profusely photo- 


sizes; both are designed to be 
handed out to customers in the 
store and the smaller size makes an 
effective direct mail enclosure. 
Dealers may obtain imprinted 
copies by writing E. L. Bruce Co., 
Dept. AL, Box 397, Memphis 1, 
Tenn. There is no charge for this 
material. 


Fenestra "Packaged" Inside 
Metal Storm Sash 


Complete packaging of Inside 
Metal Storm Sash to bring a sub- 
stantial saving to the builder and 
home owner is announced by De- 
troit Steel Products Company, 
makers of Fenestra Building Prod- 
ucts. Fenestra Storm Sash are 
now being shipped in cartons, with 
storm sash completely assembled 
and glazed and including in the 
same package all necessary clips, 
screws and complete installation in- 
structions. Even hopper vents, 
when specified, are included in the 
carton completely assembled and 
installed in the storm sash panel. 
The cartons serve the added pur- 
pose of providing a convenient 
storage place for storm sash dur- 
ing the summer months. To save 
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the builder time, all Steel Resi- 
dence Casement Windows made by 
Detroit Steel Products Company 
are now being machined to take 


storm sash, except those windows , d MOTOR waa) 
manufactured in the company’s ee | ; 

California factory for use on the “a P / BATTERY OPERATED 
west coast. Write Detroit Steel = P| 

Products Company, Dept. AL, 3255 WALKIE TRUCK 


Griffin St., Detroit 11, Mich. 








Point-of-Sale Display 
Posters for "Handy-Size Panels" 


Upson selling associates are now 
being supplied with point-of-sale 
display posters, similar to the la- Above: Moto-Truc Telescopic Hi-Lift 
bels on packages of Handy-Size | truck lifting a 2,500 Ib. load by push 
Panels, which are adapted for button in end of handle, for a frac- 
many types of home carpentry and tion of a cent. 
small repair and household remod- 
eling jobs. The Handy-Size Panels, —- aoe — from- 
4” by 36” in size and one-quarter | [osding dock to storage ile by one 
f an inch thick, are made of a 
number of plies of wood fibre lami- Tass. atten at Beis 
nated together into a strong, rigid —- Supply Co., Liberty- 
board that works like wood but has , 
neither knots nor splinters. The 


panels can be sawed, nailed, sanded | MOTO-TRUC TELESCOPIC HI-LIFT TRUCKS HANDLE 


and painted. These panels are used 


Pit constructing light shelves, cabi- | LOADS IN SMALLER SPACES, AT SMALL POWER COST. 


nets, chests, drawer bottoms, doll MOTO-TRUCS SAVE FLOOR SPACE, leave the ends of handle control hydraulic lift. 


more space for storage, because they 
eqatite tn: canteen sie. MOTO-TRUCS HAVE A PATENTED ARTICU- 


; LATING HINGED SPRING UNIT which holds 
MOTO-TRUCS USE LITTLE POWER. They will drive wheel down for better traction. 


operate a full 8-hr. day, at a recharging 


trols and other safety features give real 
MOTO-TRUCS ARE EASY TO CONTROL. You protection to both operator and load. 


get two speeds forward and two speeds 
reverse by a turn of the wrist on easy’ Read all about the MOTO-TRUC. Write 
grip roller type handle. Push buttons in for BULLETIN NO. 49. 


lhe MOTO-TRUE Co. L 


1953 E. 59th Street 
CLEVELAND 3, OHIO. 


ORIGINATORS OF & 
MOTORIZED HAND TRUCHS { 
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houses, bulletin boards, sketching 
boards, folding tables, models and 
toys, home freezer spacers, signs, 
displays, cut-outs, wall racks, book- 
eases and similar household ar- 
ticles. Write The Upson Company, 
Dept. AL, Lockport, N. Y. 


Pullman Sash Balances 
for Double-Hung Windows 


Pullman Sash Balances for all 
double-hung windows are available 
in top pattern and side-pattern 
styles, adjustable and non-adjust- 
able models, in range of sizes suit- 
able for balancing sash weighing 
from 4 lbs. to 105 lbs. Recom- 
mended procedure calls for the use 
of two balances per sash. The Pull- 
man sash balance is of pressed steel 
construction, light in weight and 
non-breakable. It is entirely en- 
cased. Most models are made with 
a double face plate, but special fin- 
ishes such as solid brass, bronze or 
chromium plate are available at 
small additional cost. A patented 
tape hook-permits installation and 
removal of balances without re- 
moving sash. Write Pullman Manu- 
facturing Corporation, Dept. AL, 
325 Hollenbeck St., Rochester 5, 
Be 


Stabilized Solid-Core 
Flush Doors 


The Mengel Company, manufac- 
turers of the well known Hollow 
Core Flush Door, has introduced a 
companion product, a Solid Core 
Flush Door which can be used op- 
tionally as an exterior or interior 
door. The new Stabilized Door has 
a core that withstands violent 
changes in temperature and humid- 
ity, giving the product unusual 























MENGEL 
Stabilized Solid-Q@ore Flush Doors 





stability. This Solid Core F ugh 
Door has been subjected to the 
severest tests in Mengel’s rese. rch 
laboratory and has also been tested 
under extreme conditions of em- 
perature and humidity by an | ide- 
pendent agency. Write The \len- 
gel Company, Dept. AL, Louis: ille, 
Ky. 


Smilan Tri-Spindle 
Portable Electric Tool 


A new, multi-purpose, portable 
electric tool now accomplishes drill- 
ing, sawing, filing, sanding, polish- 
ing, buffing and other specialized 
applications. Three separate spin- 
dles project from the motor hous- 
ing. The first provides for 14” ¢a- 
pacity heavy-duty drilling in metal 
or 4%” capacity in hardwood. The 
second provides a_ reciprocating 
stroke of %¢” length for hack saw- 
ing, filing and key hole cutting, 
and may be adapted to jig sawing, 
reciprocating sanders, hammers, 
etc. The third spindle can be used 
for right angle drilling, for sand- 
ing and buffing with discs or for 
wire brush applications. This 


spindle can also be used with a flex- 
ible shaft or adapted for circular 
saws. A 14” Jacobs chuck is fur- 
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Lumber Sewice that's 
TAILOR-MADE 


You, 
Mr. 
DEALER 


Yes Sir! The mod- 
ern Rosboro mill 
was built to cater 
to the lumber 
dealer — and to 
load out any as- 

sortment on the stock list in mixed cars. Service to 
fit the smallest retailer—or the big city yard that 


orders straight cars. 

For fine quality building lumber—dimension, small 
or large timbers, boards, D&M, shiplap, finish, trim, 
mouldings, ceiling, siding, flooring, porch stepping, 
ete. — you can’t beat Rosboro Douglas Fir and West 


Coast Hemlock. Can mix in some Cedar. 


Dependable West Coast Lumber Bureau grades. Finest 
manufacture. Scientific kiln drying. 


Let us demonstrate how satisfactorily Rosboro 
can meet your needs. 


ROSBORO LUMBER CO. 
Springfield, Oregon 


ROSBORO 


Douglas Fir 
‘Nest Coast Hemlock 
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TEXOAK F , 
lays straight, stays straight 


BUILDERS PREFER BEAUTIFUL TEXOAK 
FLOORING FOR THESE REASONS: 


TEXOAK FLOORING is scientifically kiln 
dried. 


TEXOAK FLOORING is precision ma- 
chined in one of the nation’s most 
modern flooring plants. 


TEXOAK FLOORING is carefully and 
accurately graded. 


TEXOAK FLOORING makes the ideal 
flooring whether you are building 


one house or a thousand. 


For further information, see your distributor 
or write for our free booklet. 


TEXOAK PARQUET FLOORING 
Interlocking tongued 
and grooved floor 
blocks of beautiful kiln 
dried oak, 9 x 9” x 
25/32". Write for free 
sample. No obligation. 


TEXOAK STAIR TREADS 
These beautiful glued 
warp-proof Texoak stair 
treads and risers are of 
fine quality. All your 
customers will like the 
rich texture of the wood. 


TEXOAK THRESHOLDS 
Scientifically kiln dried 
and machined to a 
beautiful finish, Texoak 
thresholds are made un- 
der same specifications 
as our Texoak Flooring. 


TEXOAK //00R/NG COMPANY 


q CROCKETT, TEXAS 
Please send me the complete story of Texoak Flooring 
including the new booklet on “How to make flooring 
profits through proper storage and grading.” 


Name 
Address. 
City State 
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nished which may be used inter- 
changeably on all three spindles. 
Write Smilan Tool Company, Dept. 
AL, 2848 West Pico Blvd., Los 
Angeles, Calif. 









The Tulson Sliding Hinge 





The Tulson sliding hinge com- 
pletely eliminates the unsightly 
gap formed by conventional hinges. 
Adaptable to any thickness of table 








mortise work, counter-sinking or 
offsetting, the hinge is easy to in- 
stall and requires no special tools. 
Used for dropleaf and _ trailer 
tables, flush-wall cabinets, break- 
fast nooks, kitchenettes, built-ins, 
ete. Write Tulson Distributing 
Company, Dept. AL, 2751 Boston 
Ave., San Diego 2, Calif. 


Superfone Introduces New Low 
Cost Inter-Communication 


A simple and _ low-cost loud 
speaker telephone inter-communi- 
cation system is said to operate 
efficiently over distances as much 
as 1,000 feet, re-creating the 
speaker’s voice in strong, clear and 
natural tones. Marketed under the 
trade name Superfone, the equip- 











up to %-inch, it eliminates cost and 
labor on ruled edges. Made of 
bright, cold-rolled steel and pro- 
cessed to retard rust, it will last a 
lifetime. The two slots in the 
hinge give positive control of 
travel and insure rigidity open or 
closed. Without the necessity for 





ment is specially designed for easy 
operation and simple installation. 



































































HI- HEMLOCK 
MEANS HIGHEST QUALITY 


Hi-Hemlock precision manufactured lumber comes from choice upland trees 
growing at altitude above 2,000’ on the slopes of the Cascade Mountains. Every 
stick of this strong, straight grained, tough fibered, lumber is carefully kiln dried 
and graded by skilled inspectors. Available in dimension, flooring, ceiling, 
siding, finish, shop, ladder stock and other standard items. 


Willamette Hi-Hemlock—Your best lumber buy! 


WILLAMETTE VALLEY LUMBER CO. 


DALLAS, OREGON 
3 Modern Mills 700,000 Feet Daily 














The basic equipment comes with 
two stations already connected 
with 50 feet of three-wire cable, 
and equipped with attachment cord 
and plug. No batteries are re. 
quired. To place Superfone in op- 
eration, it is only necessary to plug 
into any 110 volt electric outlet, 
place the stations where desired, 
and start talking. Each station js 
equipped with a single push but. 
ton which is pressed when talking 
and released for listening. Either 
station may originate the all, 
Write Super Manufacturing Cor- 
poration, Dept. AL, 4538 W. Fill- 
more, Chicago 24, IIl. 


Claytonian Windows 


The Claytonian Window, from all 
outward appearances, looks just 
like any ordinary double hung unit. 
Its vertical ride is exactly the same 
as the units now on the market. 
The sash may be stopped at any de- 
sired point and will remain in that 
position because of a counter-bal- 
ance arrangement. In addition, 
however, at any point in the ver- 
tical rise the Claytonian sash may 
be stopped and tilted inward; it will 
remain in place by reason of an 
arm between the sash at an angle 
of 80°. The tilt is accomplished 
by turning the handle of the side of 
the sash inward. This action re- 
leases the pressure of the weather 
strip in the sash and allows the 
sash to drop at an angle. The ad- 
vantages of tilting are numerous. 
Prime advantage is that it affords 











September 24, 1949, AMERICAN LUMBERMAN' & 








the opport 
side windc 
out remoy 
advantage 
is obtaine 
sash. The 
factured i 
pending). 
ture and s 
nite locat 
informati 
patent, C 
Corporati 
St., Rand 


Aluminun 
Cut Erec 


Alumin 
tures, tha 
to 80%, | 


line of I 


products. 
tings col 
units, fre 
rangeme} 
modified | 
and end ] 
Reynolds 
new and 
as well a 
structure 
Reynolds 
AL, 250( 
ville 1, I 


"Coppel 


Coppe’ 
general 
Signed « 
construc 
tractor 1 
in a wa 
ping bor 
are rep 
structur. 
A core ¢ 
gives th 
close to 


‘BUILDIN 





the opportunity of washing the out- 
side windows from the inside with- 
out removing the sash. Another 
advantage is that 100% ventilation 
is obtained without removing the 
sash. The Claytonian can be manu- 
factured in metal or wood, (patent 
pending). The right to manufac- 
ture and sell the Claytonian in defi- 
nite locations, is franchised. For 
information write the holder of the 
patent, Claytonian Manufacturing 
Corporation, Dept. AL, 81 Pleasant 
St., Randolph, Mass. 


Aluminum Pipe Fittings 
Cut Erection Costs 


Aluminum fittings for pipe struc- 
tures, that cut installation time up 
to 80%, have been included in the 


line of Reynolds Metals Company 
products. Called Nu-Rail, these fit- 
tings consist of just three basic 
units, from which 14 different ar- 
rangements can be made, plus a 
modified cross, floor and wall flange, 
and end plug. When combined with 
Reynolds aluminum pipe, scores of 
new and unusual pipe structures, 
as well as all conventional types of 
structures, can be produced. Write 
Reynolds Metals Company, Dept. 
AL, 2500 South Third St., Louis- 
ville 1, Ky. 


“Copperweld" Wall Ties 


Copperweld wall ties, useful in 
general masonry work, are de- 
signed especially for cavity wall 
construction. Wherever the con- 
tractor wants to leave an air space 
in a wall, or there is no overlap- 
ping bond between ties, these ties 
are reported to assure a strong 
Structural unit when properly used. 
A core of high strength alloy steel 
gives the ties a breaking strength 
Close to two tons. They can’t rust, 
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For Beauty and Durability— 


Sinerbte Panels 


Super.ite PANELS now are surfaced with a new high-gloss, 
plastic finish, BAKED ON for extra lustre and extra resistance 
to abrasion. 


New rounded-edge score lines mean less dust collection and 
greater ease in cleaning. Just a wipe of a damp cloth over 
Superlite Panel’s glossy surface and they’re glistening again! 

Large sheet size means reduced application cost. And no fuss 
and muss as in the application of plaster or similar materials! 


Superlite Panels for interior walls and ceilings, either in 
new construction or renovation, are available in eleven colors. 


The beauty and durability of Superlite Panelling will please 
your customers. Ideal for kitchens, bathrooms, game rooms, 
restaurants, hospitals—and other institutions. 


Use the coupon below for descriptive literature and other 
pertinent information. 


Superlite Panels are sheets of Masonite Presdwood, surfaced with a high-gloss, 
baked-on plastic finish. Eleven colors (including black and white) are offered, with 
a variety of colors in the score line. Available in sheet sizes 4 ft. wide, and 4 ft., 
6 ft., 8 ft. and 12 ft. long. Finished 
four ways: plain colors, tile design 
(4” x 4” square), Leveline (horizontal 
lines on 8” centers) and in a grained 
leather effect, in four colors and in 
sheet sizes 4 ft. x 4 ft. and 4 ft. x 8 ft. 
































LEATHER EFFECT TILE EFFECT LEVELINE 
Also available in plain sheets 


SUPERIOR WALL PRODUCTS CO. 
Philadelphia 40, Penna. 


‘for more than a decade”’ 








SUPERIOR WALL PRODUCTS CO., 4413 N. American St., Phila. 40, Pa. 
(CD Send us descriptive literature. 
(Tell us the advantages of handling Superlite Pane!s. 


NAME 





ADDRESS 
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make MALL pine 


SECTIONAL DOORS 


o ge 
a f aver cwihere 


Solve garage door problems by in- 
stalling trouble-free HALL pine sec- 
tional doors. Full ball bearing rollers 
and pulleys insure smooth, quiet op- 
eration, and the sturdy overhead track 
assembly with counter-balanced coil 
extension springs make opening and 
closing a “‘finger tip’’ operation. 


Made by craftsmen. the stiles and rails 
of HALL doors are mortised and ten- 
oned, pinned and glued to provide 
long lasting service. Quality-built for 
easy installation, HALL doors reach 
you in a convenient, easily assembled 
set including track, door sections and 
all necessary hardware. 


HALL pine sectional doors are attrac- 
tively priced and are available in va- 
rious sizes to fit garages anywhere. 


For complete information write: 


HALL ENTERPRISES 


Casco, Wisconsin 








corrode or weaken. A V-shaped 
drip loop provides assurance that 
moisture will not travel across the 
tie to the inside wall. Write IIli- 
nois Brick Company, Dept. AL, 228 
N. La Salle St., Chicago, II. 


Plywood Calendars Added to 
Line of Christmas Cards 


Woodcraft Cards has. started 
production of its new line of at- 
tractive plywood calendars. The 
calendars are made of two slices 
of natural wood veneer laminated 
to form a plywood that is thin, 
smooth and flexible. An exclusive 
outdoor scene as well as the firm 
name, address and type of business 
are printed on the wood. An il- 
lustrated folder covering the fol- 
lowing cards will be sent on re- 
quest: calendars, Christmas cards, 
business cards, and special occa- 
sion greeting cards. Write Wood- 
craft Cards, Dept. AL, Miller Road 
& Lea Boulevard, Wilmington, Del. 


Window Hardware 
Demonstrator 


The new No. 7000 Wintite Dem- 
onstrator actually operates to show 
the unique locking and sealing ac- 
tion of Amerock’s Wintite Sash 
Lock. The inviting words “Try It”, 
in a bold brown arrow, encourage 
prospective buyers to operate the 
lock to see how securely it locks the 
window and how tightly it seals 
the sash. Designed for counter or 
wall display, this compact demon- 
strator measures only 8” wide and 
9” high. A sample template, such 
as is furnished with each Sash 
Lock, clearly conveys the ease of 
installation. Write American Cabi- 
net Hardware Corp., Dept. AL, 
Rockford, IIl. 


me 


Wi tds Sash Lock 


A real sosh LocK! 


hon @ sash fastene’ 


Securely 
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All Metal Folding Rule 
Watson’s all metal, folding rule 
is 5g” wide, has a white face for 
easy reading of numerals and eali- 
brations, and is equipped with 
spring steel joints that snap into 
place and remain absolutely rigid, 
This measuring device also has in- 
side markings for additional cop- 
venience. All figures are stamped 


in the metal so they cannot be 
rubbed off through constant use. 
Another feature is the precision 
straight line edge which is main- 
tained along the joints. A perfect 
line may be marked all along the 
entire 72 inches without a break or 
irregularity. Write Geo. E. Wat- 
son Co., Dept. AL&BPM, 164 W. 
Lake St., Chicago 1, IIl. 


Improved T.-Square 
Instrumaster T-Square is con- 
structed to provide longer life, con- 
tinued accuracy, complete view of 
the work area on which the T- 





Square is placed, and reduced pos- 
sibility of smudging the working 


surface. The Instrumaster T- 
Square is molded in one integral 
piece of shatterproof plastic which 
permits full visibility of the sur- 
face on which the T-Square is 
placed. Both sides of the T-Square 
are equally usable. The ribs, which 
are protruded .020 above and be- 
low, enable the T-Square to be 
moved across the working surface 
more smoothly. In addition, users 
drawing with ink do not have to be 
concerned about smearing the writ- 
ing fluid. Write Instrumaster In- 
dustries, Dept AL&BPM, 2456-33 
West Jackson Blvd., Chicago 12, 
Ill. 
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CASH in on the SALES POWER of 
fh Window Control Springs 


"0800, 





SELLS Right out of Display Box 


For new or old construction—can be installed without 
tools or nails—in 2 minutes by owner or builder. There’s 
nothing like it for low cost houses, tourist cabins, cottages, 
porch enclosures, attics, garages—in double hung or plain 
sash rail windows, ete. Economical—eliminates sash cords, 
pulleys—no mortising or boxing. Stops rattles. Made of 
special, durable spring bronze—passed 10 year test by 
Armour Research Foundation—sold on “Money Back” 
Guarantee! 


LEIDGEN SPECIALTY CO. 


Oconomowoc, Wis. 
Get Your Stock Today From Your Jobber 








Now J 
You Can Profitally Sell 
Plastic Tile / 


TILE-RITE *°“watt TILE 


HAS PIONEERED THE WAY 

WITH A QUALITY PRODUCT (mu Kear® 
OFFERS YOU TESTED — 

METHODS OF MERCHANDISING 





SELL FOR BOTH 
OVER THE 
COUNTER 

wit 
application by 
purchaser - or 
as a complete 
installation 


SEND TODAY for INFORMATION 


. Let us show you how to add profitable 
volume sales -- sell other of your yorn 
while companion items -- all with little 
or no added stock investment. 


THE TILE-RITE COMPANY 


5109 Euclid Ave., Cleveland 3, Ohio 





— 
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\D FASTEST POSSIBLE TACKING 
AUTOMATICALLY! 


Easier to sell... because it's 
easier to use. 


Easier to use...because it 
looks, feels, swings like a hammer! 


STAPL-ON automatically feeds 
and drives SIX sturdy staples in 
the time it takes to hammer ONE 
tack the old, slow way. One-hand 
operation. Leaves no hammer 
marks. Drives %4‘‘ or 3%“ staples 
that spread when driven, giving 
firmer hold. Loads in 10 seconds 
...lasts for years. STAPL-ON has 
scores of money-saving uses on any 
building job — tacking insulation, 
building paper, canvas, roofing felt, 
underdeckings, glass substitutes, 
light metals, making screens, etc. 
Let your customers try the “feel” 
of the perfect STAPL-ON balance 
ROOFING ...and you've made a sale! 


STAPL-ON 


6 TIMES FASTER * 3 TIMES STRONGER 
than old-fashioned tacking 























INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 


5| 














Bryan Boiler for Home Owners 

The Bryan domestic boiler, fully 
automatic and designed for either 
gas or oil fuel, is an unusually com- 
pact unit that increases living 
space in the postwar home. Closely 
nested copper tubes which com- 
prise the heart of the unit, give 
almost instant radiator heat. The 
unit is enclosed in a streamlined 
cabinet with a green synthetic 
enamel finish. Burner and all parts 





are factory assembled—need only 
to be wheeled in and connected. 
Write Bryan Steam Corporation, 
Dept. AL&BPM, Peru, Ind. 


Chromalox Room Heater 


The Chromalox Jr. electric room 
heater adopts a coiled enclosed- 
type tubular heating unit and a 
silent operating fan. The fan draws 
the air through the rear of the 
heater and forces it over the: unit 
which in itself is also a radiant 
heater. There are no exposed re- 
sistor wires to create a fire or 
shock hazard. A recessed grip at 
the top of the rear of the heater 








Dealer Wanted 


TECO Iip- -brip ANCHORS 


FOR HOMES AND FARM BUILDINGS 


Builders and farmers use Trip-L-Grip in building 
stronger new buildings and for repairs. 
furnished with anchors. Stock these handy pack- 
aged, nationally advertised anchors for year 
Write today for dealership. 


TIMBER ENGINEERING CO. Washington 6, D.c.\ 


around sales. 


Nails 

















wine rs 








[DIXIE BRAND] 





facilitates moving. The heater is 
equipped with “on-off” switch and 
six feet of Underwriters’ approved 
cord and plug, ready to plug in. 
Write Edwin L. Wiegand Co., Dept. 
AL&BPM, 500 Thomas Blvd., Pitts- 
burgh 8, Pa. 


Revolving Apron Attachment 

A revolving apron attachment 
which makes possible the turning 
over or dumping of lift truck loads 





by a hydraulic mechanism is avail- 
able for the Hyster “20” and the 
“40” (2,000 and 4,000 pound ca- 
pacity) lift trucks. Hydraulically 
controlled, a revolving head or turn- 
table on which conventional fork 
arms are mounted, turns 180 de- 
grees in either direction from the 
center. Capacity load of 1,725 
pounds with the “20” and 3,650 
pounds with the “40” may be effi- 
ciently turned with the device. 
Write the Hyster Company, Dept. 
AL&BPM, Portland 8, Ore. 


SEND FOR THESE: 


Diamond Conveyor Chains and 
Sprockets are illustrated in a new 
28-page Bulletin, No. 29. The chains 
are made in pitches ranging from 1” 
to 4” with standard and large rollers. 
Standard attachment links, extended 
pins, stainless steel, bronze and top 
plate chains along with appropriate 
sprockets are also described. Write 
Diamond Chain Company, Inc., Dept. 
AL, Indianapolis 7, Ind. 





“Expansion” describes the new No. 20 
Catalog of Red Devil tools, machines 
and_ specialties. An innovation is 
seven sectional divisions devoted to 
Glaziers’ Tools; Painters’ Tools and 
Cutlery; Wood and other Hand Scrap- 
ers; Paint Conditioners; Auto Spe- 
cialties; Floor Polishers, Sanders and 
Edgers; Hardware Specialties and 
Machines. Of real merit are the “How 
to Use—” pages, the merchandising 
pages and valuable operation data 
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vinkled throughout this 84-page 
book. Here are some of the new tools 
included for the first time. A new 

lue tip” glass cutter with scien- 
tifically designed wheel; carboloy 
‘lass and masonry drills; new 
quality putty knives and wall scrap- 
rs; an electric paint paddle; carboloy 
craper that lasts 100 times longer 
ind can be used on wood, metal, or 
nasonry surfaces; giant metal 
sponges; new painters’ rollers. 
Among the new machines are the No. 
fP-2 and 8 industrial floor polishers; 
the No. FP-11 all purpose polisher; 
and floor conditioning accessories; the 
No. FS-5 professional floor sander; 
No. FE-1 floor edger; and improved 
electric fencers, battery and highline. 
Write Red Devil Tools, Dept. AL, 
Irvington 11, N. J. 


The new Corinth No. 49 catalog—mill 
equipment and supplies—includes a 
new edger made on a one-piece table 
to meet the demand of the smaller 
sawmill operators; a jumbo saw guide 
for the larger circular mills; and a 
new precision setworks—a single act- 
ing setworks said to provide extreme 
accuracy generally found only in dou- 
ble acting setworks. For use with 
this new setworks, are the Type C 
power receder, and the spring and 
brake assembly. Write Corinth Ma- 
chinery Co., Dept. AL, Corinth, Miss. 


The USF line of hollow steel doors 
and frames is described in a new 
4-page bulletin. A special feature in- 
cludes door applications which are 
typical of the six major multiple 
dwelling projects for which they have 
been selected. Stuyvesant Town, 
Peter Cooper Village, Riverton, Ford- 
ham Hill, Parklabrea and Park- 
merced. Complete technical informa- 
tion covers types of doors available, 
door and frame size range, fire test 
data, etc. For copies of the new bul- 
letin write United Steel Fabricators, 
Inc., Dept. AL, Wooster, Ohio. 


“Use Pacific Coast Hemlock,” and 
“Use Western Red Cedar” are new 
booklets designed as a consumer sales 
piece to acquaint the home building 
public with the many possible appli- 
cations of these important coast spe- 
‘ies. The Hemlock and Cedar folders 
will be given the widest possible dis- 
tribution among dealers and consum- 
rs. They will be advertised in home, 
farm and trade publications. A supply 
f the following promotion material 
is also available without charge: 1) 
\ Quality Home Can Cost Less; 2) 
Une Maison De Qualité a Meilleur 
Marché; 3) Use The Right Grades 
'f Lumber In Your Home; 4) Creo- 
oted Sleepers; 5) Broadside—Cam- 
paign No. 1; 6) Advertising Mats; 
) Reprints of Bureau Articles. Write 
. C. Coast Woods Trade Extension 
‘ureau, Dept. AL, 709 Metropolitan 
idg., 887 W. Hastings St., Van- 
suver, B. C. 
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STANLEY é 
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DOOR EQUIPMENT 


Get your share of the profitable garage hardware market. 
Sell Stanley Floating Door Equipment . .. the modern, low- 
cost garage door hardware home buyers and builders want. 


Shown below are three types of Stanley Floating Door 
Equipment for doors of various sizes and weights ...a 
type for every budget. The Stanley ECON-O-MATIC for 
light residential openings; the Stanley SWING-UP for bet- 
ECON-O- a — Stanley ter class residential and light commercial installations; 
No. 27312 For doors to 8’ and the Stanley HEAVY DUTY SWING-UP for large residen- 
wide, 6’ 6’’ to 7’ high, 5 s . . ae 

150 Ibs. tial doors, commercial and industrial use. Each unit is 
packed with complete installation instructions—easy to 
handle and identify. 





Backed by a powerful advertising campaign to archi- 
tects, builders and home owners. Stanley advertising brings 
= in customers ... directs them to you .. . the local Stanley 

SWING-UP — Stanley No. dealer. An easy “push” on Stanley Floating Door Equip- 
2732 For i” sqvereé, ment will pay off in good profits. For full details, write The 
Stanley Works, Garage Door Dept., New Britain, Conn. 


*Copyrighted 
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HEAVY DUTY SWING-UP 

—Stanley No. 2730 For 

doors to 16’ wide, 12’ high, 
550 Ibs. 





Reg. U. S. Pat. Off. 


HARDWARE © HAND TOOLS ® ELECTRIC TOOLS ® STEEL STRAPPING 
See the Stanley Exhibit at National Hardware Show, Booth 1, New York. (Oct. 12-15) 
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SPECIFIED PENG TH 


Grade Stamped 


DOUGLAS FIR 


SPECIFIED DIMENSION 
OUR SPECIALTY 





We can ship straight cars of one length or any specified lengths 
you want. Boards and small timbers of course. Also precision 
trimmed Studs cut to exact length. 


Let us know your needed items. 


\AXR-KANAG \ MANUFACTURING CORP. 


bile7 \ ts) ° OREGON 
Telephones — Portland Line CH. 3330 or Tigard 2301 








THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 

















YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages .. . edgers . . . Portable Mills 
. Log stop and Loader . . . Shotgun steam feeds . 
. Automatic feed table for planing mills. Write 
for ‘catalog and ‘Power House’. 


Old Growth 


DOUGLAS FIR 
at Its Best 


OREGON - AMERICAN 
Lumber Corp. 


Vernonia, Oregon 


RB loMolelo Mt 71am OF 11/7 
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| RUSSELL & PUGH 
LUMBER CO. 


SPRINGSTON, IDAHO 





— “eee Pine - Ponderosa vine 

Douglas Fir x 

White Fir 
Cedar 





























JAMES W. SEWALL COMPANY 


Consulting Foresters 


MAIN OFFICE. 


OLD TOWN, MAINE 


Phillips & Benner 
Ruttan Block, Port Arthur, Ontario 
Established 1910 














POLES and 
PILING 


Goodwin Johnson Ltd. 


Metropolitan Building 
Vancouver, British Columbia 
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For specialized protection in casualty desueenes and bonds 





Lumbermens aa csr any 


‘Operating in New York state as (. 





Mutual Casualty Company of Illinois 
James S. Kemper, chairman H.G. Kemper, president @ Mutual Insurance Building, Chicago 40 
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Lumber 
Market Analysis 


' Current Statistics on 
> Output and Distribution 


Lumber shipments of 393 mills reporting to the 
National Lumber Trade Barometer were 5.3 percent 


' above production for the week ending September 3, 


1949. In the same week new orders of these mills were 
19.4 percent above production. Unfilled order files of 


' the reporting mills amount to 37 percent of stocks. 


For reporting softwood mills, unfilled orders are 
equivalent to 24 days’ production at the current rate, 
and gross stocks are equivalent to 62 days’ production. 

For the year-to-date, shipments of reporting identi- 
cal mills were 2.1 percent above production; orders 
were 3.8 percent above production. 

Compared to the average corresponding week of 
1935-1939, production of reporting mills was 21.6 
percent above; shipments were 27.6 percent above; 
orders were 51.7 percent above. Compared to the cor- 
responding week in 1948, production of reporting mills 
was 1.5 percent below; shipments were 4.8 percent 
above; and new orders were 26.3 percent above. 


Northern Pine 

Member mills of the Northern Pine Manufac- 
turers’ Association reported for the month of August 
a total cut 4,885,000 feet. This compares with 6,530,- 
000 feet cut by the same mills in August, 1948. Ship- 
ments for last month totaled 4,945,000 feet. Orders 
for the month amounted to 5,565,000 feet compared 
to 3,795,000 feet for August a year ago. Unfilled orders 
totaled 4,295,000 feet at the end of August and stocks 
on hand amounted to 37,465,000 feet. 


Southern Pine 

Production of 122 mills reporting to the Southern 
Pine Association for the week ending September 3, 
1949, totaled 19,476,000 feet. This was 1.08 percent 
above the three year average. Shipments amounted to 
20,763,000 feet, 6.61 percent above production. Orders 
for the week totaled 20,871,000 feet, or 0.52 percent 
above shipments. Orders ran 8.33 percent above the 
three year average. 


In the Market Centers 

SEATTLE—The logging industry of Western 
Washington is concluding a fine production summer 
with hardly any time out for forest fires or other 
deterrents. As a result inventory of logs except at 
Gravs Harbor where pulp operations were curtailed, 
has increased. As of August 1 Puget Sound logs on 
han’ inereased by 52 million feet as compared to 
July 1. Similar comparison for Columbia river showed 
an increase of 33 million feet. Grays Harbor dropped 
two million feet. Biggest demand is for sawmill logs 
throughout the three areas. 

Factors governing mill production have been good 
all summer and production losses have been due to 
enforced curtailment. 

Demand-prices—Approach of Fall finds the lumber- 
man more cheerful. A good volume of business is com- 
ing ‘rom all over the country. Some informants say 
It hard to determine just where the business is 
con ng from but others credit it mostly to retail 
yar s stocking up. There is general agreement that 
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For well-manufactured lumber that meets today’s selling de- 
mands—call Ferguson. 


Southern Pine @ Southern Hardwoods 
West Coast Woods 
Write, wire or phone 
Now in our 56th year 


Ae Pee Ce ee 


LUMBER COMPANY 
ST. LOUIS |, MISSOURI 












THE A.B. CARROLL 
LUMBER COMPANY 













Manufacturers 
SHORT LEAF PINE 
and HARDWOOD 

LUMBER 


Boards Our Specialty 
HURTSBORO, ALABAMA 
GIVING PARTICULAR Phone 66 


one 
ATTENTION TO WE MAKE POPLAR BEVEL SIDING 
REFORESTATION AND RESAW PINE AND HARDWOOD 


HURTSBORO OAK FLOORING CO., INC. 


x 


Manufacturers of High Grade LAE, y 
End Matched Oak Flooring _~2577 Lit 
in 25/32 and 1/2 in. OGLE 











Members 
of 
NOFMA 


We are in a posi- 
tion to ship Oak Flooring and 
Air Dried Yellow Pine Boards 
in the Same Car. 


PLANT AT 
HURTSBORO, ALABAMA 
Phone 69-3 
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Not The Largest—but LUMBER MARKET 


THE SOUTHS MOST MODERN. the buyer is purchasing what he needs and can’t be | 
sold lumber on the basis that it is cheap. He figures | 

LUMBER MANUFACTURING PLANT it may become even cheaper. Wholesalers note that 
- mills that up to fairly recent days could ship in two > 

days now can’t do it. Dimension is the most in demand P 


item, with timber cutting the weak spot. 
Log prices are down a little and holding steady, | 





With ample forest reserves, newest ma- 
chinery throughout, streamlined production 


methods, and "“teamwork-management" by Lumber prices are about the same as a month ago. 
experienced Lumbermen, Dargan is perhaps D drop sidings brings $60-70, vertical grain flooring, 





the South's finest $155-160. Green random No. 2 and Btr dimension 

source of: ~~ ‘ moves at $48. Dry Hemlock dimension sells for $52-55 

agg ” but fir brings up to $65. Board prices parallel dimen- 

@ Finish @ Ceiling sion. No. 3 common boards have a good call. Rough 

@ Flocring @ Siding green timbers in specified lengths sell for $48-50 and 
@ Boards @ Mouldings structural timbers at $70. 

A car shortage has developed in Oregon. The shingle 

, market is a little stronger and like lumber, shingles 

o> ARCAN==r) are reaching all markets. 5 x move at $6.75, 4.55-4.75 

Trade Mark Registered and $2.40-2.50. Perfections bring $7.50-7.60, 4.50 

and 2.00-2.50. No. 2 shingles for the farm trade move 

out best. 





Wire or write today for lat- 
, est price and stock lists. Ask 


for your free copy of new, BALTIMORE—A renewed inching up in the price 
illustrated brochure, “From Dargan'’s Swedish Gang Saw— 


“" - : of Southern yellow pine is again reported here on top 
toe ag bday Dargan ast ‘of the Minsistipph i of the firmer tendency which began in July and re- 
ceived another boost in August. 

7 _ , The increase, according to several local yard owners, 
DARGAN LUMBER MANUFACTURING COMPANY is attributed to the generally wet season affecting 

(FORMERLY INGRAM~DARGAN LUMBER CO.) many mills. There had been some reports elsewhere 
Gang Mill + Dry Kilns - Planing Mill CONWAY, S. C that hurricane damage or conditions had been a recent 
contributing factor, but Baltimore operators said they 


had not such advices. Prices of Southern pine were 

x Oo U Be D & i L “oo said to be up another $2 to $4 per M. As an example 
; a of the trend, No. 2 grade 1 x 6 random lengths are 
DOUGLAS FIR PLYWOOD being delivered here from around $68, up $3 in the 


A 
last two weeks, and 1 x 8s are $69, up $2, in the 4 
i 
S 




















wholesale delivered quotation. 

Prices on 1 x 12 kiln dried boards are reported 
around $77.50, with the 1 x 10 size, $74.50. Short leaf 
kiln dried pine flooring at $126 is off $1.50 per M 
from the previous quotation. Some yards report they 
are short of boards and dimension lumber. In general, / 
many are now in the market for lumber after allowing e 
their inventories to get rather skimpy. o 

Contrary to opinion expressed only a short while 
ago, many local dealers seem to see a more active 
outlet for their lumber during the fall months. Sev- | 
eral important industrial contracts have been let re- — 
cently. Also, the Chesapeake Bay bridge to which 
some yards look for lucrative business, has now almost 
been fully contracted for and the $40,000,000 project 
will get underway within a few weeks after having 


SOUNDLY MANUFACTURED HOT PRESS PLYWOOD | ee” in the engineering and bidding phases for many 























months. 
The illustration show i i : i 
Puget ont og SS “la wae cae “ In first grade oak flooring, the word Ww that 
Douglas Fir Plywood is a specialty with us. you can get all you want.” Red and white Appalachian R-B | 
“Soundbilt” Plywood is as carefully manufactured as any ply- stock is being brought in for around $160 to $170 § 
wood can be. Every step in the manufacturing process is in per M. 
accordance with the latest accepted principles. Supervision is The supply of Appalachian white oak lumber is [ | 


close and systematic. 


Make "Soundbilt" your standard in buying Douglas Fir Ply- 
wood. Consult us on your requirements today. 


said to be somewhat scarce. There is also reported [ 
some scarcity in quarter red gum, but the Tupelo f 
black is plentiful. The supply of Northern maple and 
Pucet Sounp PLywoop INC birch is not sufficient, a leading dealer reported, but : 
’ . the needs in poplar, both Appalachian and nearby — 
Tacoma 2, Washington Maryland mill stock, is normal. Prices, in the main, Th 
are unchanged, it is said. 
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TWIN HARBORS LUMBER COMPANY | 


Aberdeen, Washington 


Manufacturers en? Distributors of all 


WEST COAST WOODS AND SHINGLES 








ri NR The Plywood of Sculptured Geauty 
CoN BRINGS YOU EASIER SALES .. . and PROFITS 


RW hy 
f et) § ‘ it 
< j AL 1 1 $3 | 
TAWA Mi PLYTEX is the beautiful new plywood paneling Available now in 1/4" Fir in 3' x 6', 4' x 6’, 7', 8 





—— 


that is taking the country by storm! Its low cost and 9° sizes in interior and exterior grades. Red- 








and three dimensional beauty plus ease of instal- wood PLYTEX available in 1/4"—4' x 8' panels. 
lation . . . all backed by a strong 4 fold sales Send for FREE samples, prices and details of the 
program ... make it a natural for every lumber profit building 4 fold sales program. 
dealer. 
1440 Willow Street 12555 Berea Road 
Chicago 22, Ill. Cleveland, Ohio 








PAUL BUNYAN AT PUGET SOUND 


When digging Puget Sound Paul lost his temper arguing with Billy 
Puget. He threw back the dirt he had dug thus forming the San 
Juan Islands. 
STOCKS FOR ALL REQUIREMENTS 

ASK PAUL BUNYAN 


PAUL BUNYAN LUMBER CO. 


Manufacturer and Distributor 


TRADE-MARK 

















Ponderosa Pine White Fir Incense Cedar 
SUSANVILLE CALIFORNIA = 
REGISTERED ~ — 
Pa a 
Reduce Delivery Costs 
- and SINCE 1918 
Speed up Deliveries 
with an Load and Unload a Load at a time 


R-B ROLL-OFF TRUCK BODY. 


Complete Beds Shipped KD 
EASILY MOUNTED 


Write for Catalog & Prices 





Two Minutes Two Hours 


Are Better Than 


The R-B COMPANY, 1921 Guinotte, KANSAS CITY 1, MO. 
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Take Advantage of the 
“Plus Service” 
Offered by Your 
Western Wholesalers 


With their many mill contacts, these 
Western Wholesalers can fill your 
needs from the mill with the right 
facilities, producing the right stock 
and able to make prompt shipment. 
Straight cars or mixed cars with your 
choice of items. For top service— 
ut your needs up to the leading 
A Wholesalers listed below. 





WALES LUMBER COMPANY 


Olid National Bank Building 


SPOKANE - - - WASHINGTON 








ni 
ZF, LAB ET Se 


504 Market 3dt., San rrancisco 4, Val. 


MAUK SEATTLE LUMBER COMPANY 


SLAIILE, WASH, 
WESTERN LUMBER MEKCHANTS 
Austern Ugice & Wurehvuse: 

THE C. A. MAUK LBK. CU., TULEDO, O. 


Trio Lumber Co. 
DOUGLAS FIR 
PRECISION TRIMMED 2x4’s A SPECIALTY 
EUGENE, OREGON 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portiand 4, Oregon 


Cari E. Soderberg Lumber Co., Inc. 


1120 Old Net’ Bk. Biag., SPOKANE 8, WASH. 
PINE SPECIALISTS 


Riverside 4335 

















Main 6954 





Duncan Lumber Co., Inc. 
818 Securities Bidg., Seattle 1, Wash. 
Specializing in mixed carlots. 


Morrill & Sturgeon 
Lumber Co. 


teen 6iag., Portland, Ore. 





CMoRSTURG) 


Tes mee oe 





Pacific National Sales Co. 


West Coast Lumber 
Charlies 8. Hurley, Pres. 


P. O. Box 1587, Tacoma 1, Wash. 
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Yale & Towne Expands 
Customers’ Service Program 


Expansion of the customers’ serv- 
ice program of the Stamford (Conn.) 
Division of The Yale & Towne Manu- 
facturing Company has been an- 
nounced by Meade Johnson, general 
sales manager, with the official open- 
ing of the division’s metropolitan 
New York regional office in the Ar- 
chitects Building at 101 Park Avenue. 

Established to give “better tech- 
nical service and faster service to 
architects, builders, builders’ hard- 
ware consultants, distributors and 
dealers,” the new regional office has 
also been made available to “out-of- 
town clients” of Yale & Towne who 
have been invited to use it as “busi- 
ness headquarters in New York.” 

The new Yale & Towne regional 
office is managed by Harold V. Toop, 
a Yale builders’ hardware consultant. 
Assisting Mr. Toop is Miss Rita 
Hughes, a Yale customers’ represen- 
tative. 

Technical assistance available in 
the new regional headquarters covers 





VYames in the News 


a wide range of services to various 
users of Yale locks and _ builders’ 
hardware. 


10,000 Bags Pine Seed Given 
At State Forest Festival 


Ten thousand packets of pine tree 
seeds, complete with planting in- 
structions, were distributed at the 
second annual Louisiana State For- 
est Festival held in Winnfield, Sep- 
tember 21-24, according to W. C., 
Postle, general chairman of the event. 
The seed packets were given to those 
attending the affair to emphasize the 
importance of reforesting millions 
of acres of denuded land in the state. 
The forest festival was staged again 
this year in connection with the Winn 
Parish Fair. 

“Keep Louisiana Green” was the 
theme of the 4-day event and all 
exhibits displaying products of the 
state’s woodlands were based on this 
motif. The Keep Green movement, a 
plan of public education in forest fire 
prevention and reforestation is being 
sponsored by the Louisiana Forestry 
Association. 





Eureka Plywood Company Officially Opened 


Eureka Plywood Company, Cali- 
fornia plywood Division of M and M 
Wood Working Company, Portland, 
Ore., officially opened its doors in 
July with an open house. During a 
three-hour period 2000 visitors from 
35 states, Alaska and Hawaii, met the 
company’s officers and directors and 
were conducted on tours of the plant 
in groups of about 20. Most of the 
visitors were from the Eureka, Calif., 
community, which welcomed M and 
M with a special edition of its news- 





paper and a special radio broadcast. 

Visitors entering the $2,000,000 ply- 
wood mill could stand at the entrance 
and see each step of manufacturing 
technique and finished plywood roll- 
ing off the production line 850 feet 
away. They saw both Redwood and 
Fir plywood in production. The plant 
covers 122,000 square feet. The Eu- 
reka factory is one of eight major 
plants composed of 15 operating di- 
visions, producing Malarkey plywoods 
and stock doors. 


Among M and M Wood Working Company officials present at the firm’s Redwood 
plywood division open house in Eureka, Calif. were the following (left to right): 
Richard H. Pursifull, controller; Elmer Hall, superintendent of Eureka Plywood Com- 
pany; Thomas B. Malarkey, vice-president and secretary; Walter E. Hoffman, timber 
‘division, Portland, Ore.; S. Everly Thomson, assistant to the president; Neil Malarkey, 
director; Mason L. Bingham, director; Irvin Becker, chief millwright, Eureka Plywood - 
Company; Robert Fargusson, foreman, Eureka Plywood Company; Michel Pasquier, 
production manager, Portland, Ore.; Paul Freydig, manager of the log department, 
Eureka Plywood Company, and Richard D. Behm, advertising director, Portland, Ore. 
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HOLT HARDWOOD CO. 


Manufacturers of 


MAPLE ® BIRCH © BEECH @ OAK 
STRIP ©@ BLOCK 
and 
HERRINGBONE 
FLOORING 


« 
BROOM HANDLES 


GRADED SAWDUST 
® 
High Grade Northern Hardwoods 
. 
Custom Kiln Drying 


Members: M. F. M. A. N. H. L.A. N. H. & H. M.A. 


OCOnTO, WISCONSIN 








Logged in 1936-1937 


HARDWOODS e@ WHITE PINE © HEMLOCK 


Our sustained yield forest management policy for 
the past thirty-five years is providing for current 
needs of today and future demands of tomorrow. 


DEFEND YOUR TRADE 
with 
MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


Air-dried QUALITY LUMBER Kiln-dried 








THURSTON-FLAVELLE 





Limited 








PORT MOODY, B. C. CANADA 





Manufacturers of 


RED CEDAR 
SIDING 


and 


SHINGLES 


Distributed through the 
gate Trade ex- 
Cluctvoly 
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Oregon Lumber Co. 
Baker, Oregon 


Pioneer eastern Oregon mill—in operation 60 
years. Under our sustained yield plan of opera- 
tion, the past 60 years of performance is just 


a starter for future delivery of our products. 


Manufacturers 


Famous “John Day” 
Ponderosa Pine 


Since 1889 
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Devoe Starts Sales Contest 

Embracing the Trade Sales, Paint- 
er-Maintenance, Art Sales and Wall- 
paper Divisions, a sales contest was 
inaugurated by Devoe & Raynolds on 
August first, to continue through 
November 30 of this year. 

An anonymous invitation to enter 
the “President’s Cup Race’, followed 
by an announcement of “starting 
signals”, “classes. eligible” and 
“Courses to be sailed” built up pre- 
contest interest and maintained the 
yacht race atmosphere. All Branch 
and District offices received posters 
featuring the ‘“President’s Cup” 
against a “blue water” background, 
complete with buoys indicating prin- 
cipal “position report” dates. These 
posters are used to maintain a 
graphic presentation of the relative 
sales positions of Salesmen and 





Branches during the contest .. . small 
model boats represent the individual 
or office. 


The catalogs containing pictures 
and descriptions of the merchandise 
prizes also set forth the “Regatta 
Regulations” on the inside covers, and 
carried the “President’s Cup Race” 
symbol on the specially printed front 
covers. Book matches, suitably en- 
graved “new business” gold pens and 
pe haga rors yee — wee od Commemorating E. S. Phillips’ 25th Anniversary as Devoe & Raynolds President, the 

ok gularly issue = . - ~ ~~ 
Tattin sume” on mnmel Ce company s sales contest has a novel and appropriate nautical theme: “The President’s 
pou FP specs p Cup Race”. Engraved silver loving cups will be presented to the winning salesmen, 
Race stationery to continue interest 


: bbe Branch offices, and District office. In addition, there are three cash prizes and monthly 
and stimulate competition. merchandise prizes. 














SHEVLIN-McCLOUD LUMBER COMPANY 


{ Successors to Shevlin Pine Sales Company } 


























SELLING THE PRODUCTS OF DISTRIBUTORS OF 
“THE wecLouD river LumBER | (EMEZIDL IN) PINE — 
COMPANY . f PONDEROSA PINE 
McCloud, Calif. Reg. U. S Pat Off (PINUS PONDEROSA) 
*THE SHEVLIN-HIXON COMPANY “ eetanien mm rene 
Bend, Oregon tonal Seo Line Building SUGAR (Genuine White) PINE 
"Member of the Western Pine Associe MINNEAPOLIS, MINNESOTA (PINUS LAMBERTIANA) 
con, FORRNE, Coagen. DISTRICT SALES OFFICES: 
ae. + in ee SAN FRANCISCO 
ESE raybar Bldg. Salle-Wacker Bldg. 1030 Monadnock Bidg. 
Panderora Pie Woodwork Lexington 2-9117 Telephone CEntral 6-9182 Exbrook 2-7041 











S. E LACKEY LUMBER CO. IS WET LUMBER A j 
Forest, Miss. PROBLEM ? 


SPECIALIZING IN 


: . , . Eliminate guesswork, or time consuming oven 
Quick Shipments of = and Mixed Cars of tests. Check moisture content the modern way 
. - with Moisture Register. Complete tests in 3 
ee La Scuiics, ew ie cates ae Wl 
ion. 
ey aan ae toe CK required. The standard in moisture testing for e 


over 16 years. Write for details. 


Also Dealer inquiries invited 


Southern Hardwoods MOISTURE REGISTER COMPANY | | | 


Through your Wholesaler or Commission Man Dept. 1B—133 No. Garfield, Alhambra, Calif. 
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Anything in 
West Coast Woods 


Manufacturers of: 
Mouldings 


Furniture Dimension 
Glued-Up Stock 
Industrial Shook 
Venetian Blind Stock 
Ready-to-Assemble 

Furniture Parts 
in fact, Anything in 
West Coast Woods! 

Send us your inquiries for 


PONDEROSA PINE, SUGAR PINE, 
INCENSE CEDAR, DOUGLAS 
AND WHITE FIR 











The Ralph L. 


MITH 


Lumber Company 


1635 Dierks Building 
Phone: Victor 4143 
Kansas City 6, Missouri 


lp 
iy PLEASE DIRECT ALL INQUIRIES 


TO ANDERSON, CALIFORNIA 


Sawmills: Canby, Calif., and Anderson, Calif. 
Remanufacturing Plant: Klamath Falls, Oregon 
Box Factory: Alturas, Calif. 
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WESTERN PINE 
| 
‘. REG L cemse 
\ REGION 
moe ‘Y ! 


GET ACQUAINTED WITH 
WHITE FIR 


From the Western Pine Region 


An excellent all-purpose, 
economy wood for sheathing, 
dimension, siding and paneling. 
Manufactured, seasoned and 
graded to the high Association 
standards. Available from mem- 
ber mills* in straight cars or 
mixed cars with one or more of 
the Western Pines. 


These Are the 
Western Pines 


@ Idaho White Pine 
@ Ponderosa Pine 
@ Sugar Pine 


These Are 
Associated Woods 
@ Larch 

@ Douglas Fir 

@ White Fir 

@ Spruce 

@ Cedar 

@ Lodgepole Pine 


* Write for Directory of Membership 


Western Pine Association 
510 Yeon Bidg., Portland 4, Ore. 











STRAIGHT CARS 
MIXED CARS 


ane including 
lumber, plywood, doors 





DOUGLAS FIR 
WEST COAST HEMLOCK 


Prompt G Dependable 
Shipment Values 
o THE GRISWOLD LUMBER Co. , 


Vanufacturers and Wholesale Distributors 


FAILING BUILDING PORTLAND 4, OREGON 
Telephone ATWATER 8319 











ASK YOUR WHOLESALER 
FOR OUR LUMBER 


1" KILN DRIED YELLOW PINE 


Flooring, Boards, Siding, ete. 














CARLTON, OREGON CARLTON, OREGON 
. MILL INTERESTS: 15 Million Feet Annual Cut 45 Million Feet Annuol Cut 


AFFILIATED Carlton Manufacturing Co. L. H. L. Lumber 2», 
Wii 
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W. M. McGowin Lumber Co. 


Pine Apple, Alabama 
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‘The SYMBOL of 
FINE INSULATION 
for HOME and INDUSTRY” 


BUILDING WHOLESALERS 
and LUMBER DEALERS ... 


you will be proud to handle this dis- 
tinctive line of insulation products— 


FULL-THICK BATTS 
SEMI-THICK BATTS 
BLANKETS 
POURING WOOL 
LOOSE WOOL 


Available in straight or mixed truckloads 
or carload shipments. 


All our products made from a choice 
blend of minerals, tried and proven for 
over 75 years! 


“Keeps Heat where it belongs” 


UNITED STATES MINERAL WOOL COMPANY 





South Milwaukee, Wis. Stanhope, N. J. 















(Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 











it WORKS BETTER. 


























Most dealers report: 4 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 





‘) DONALD 












year.” What’s more oo 
goat. ag re COMPANY 
Durham’s Rock- Des Moines 4 
Hard Water Putty lowa 


gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks andstays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





1950 Texas Lumbermen's 
Convention and Builders Show 


An attractive brochure containing 
the official floor plan, booth locations, 
prices, and complete data pertaining 
to the 1950 Lumbermen’s Association 
of Texas convention to be held in 
Galveston, Texas, next spring, is now 
available upon request, it has been an- 
nounced by Gene Ebersole, executive 
vice-president of the association. In- 
quiries should be directed to Lumber- 
men’s Association of Texas, Second 
National Bank Building, Houston, 
Tex. 

The 1950 Texas Lumbermen’s con- 
vention and builders show will be held 
at the huge Municipal Pier in Galves- 
ton on April 23, 24, 25. It will mark 
the 64th consecutive year for the con- 
vention which, for many years, has 
ranked high among the country’s 
top building materials exhibits. 

This past year’s convention, held in 
Dallas, Tex., during the spring, at- 
tracted over 150 exhibitors, largest 
number in the convention’s history. 
“Inquiries about next year’s conven- 
tion have come through our office 
regularly,” said Mr. Ebersole, “and 
indications now point to a new exhibit 
record. 

“In view of the success our conven- 
tion enjoys, it might be assumed that 
exhibit space prices would be raised. 


However, this is the exact opposite of 
the situation. For the last three 
years, we have been lowering our 
prices. We do this to allow as many 
manufacturers as possible to exhibit 
and sell their products to the largest 
gathering of retail lumber dealers in 
the nation.” 

Approximately 4,000 lumber and 
building materials dealers are expect- 
ed to gather at the 1950 convention 
from every part of the Southwest. 


Amidon Lumber Co. 
to Kiln Dry Lumber 


L. L. Amidon & Otto Amidon, com- 
posing a partnership of wholesalers 
and manufacturers of hardwood lum- 
ber with offices at Jamestown, N. Y., 
and yard at Clymer, N. Y., announce 
that they have leased from the Brock- 
way Box Co. of Brockway, Pa. their 
new Moore Cross Circulating Kilns 
also yard and machine room. The 
Amidon Lumber Company will now 
be in position to sell kiln dried di- 
mension stock, in cherry, maple, 
beech and birch. Reluctant to buy the 
lower grades because of the high 
freight rates, the manufacturers have 
decided to cut dimension stock and 
save the cost of freighting waste and 
heavy lumber. 

In addition to kiln drying lumber, 
the firm will also do some commercial 





Weyerhaeuser Reports Income for Six Months’ Period 


For the six months’ period ended 
June 30, 1949, net income of Weyer- 
haeuser Timber Company, Tacoma, 
Wash., and wholly owned subsidiaries 
was $12,030,024, according to the 
firm’s quarterly statement of con- 
solidated income. This is a net in- 
come of $3.93 per share, as com- 
pared to $1.77 for the first quarter of 


_ 1949. 


Sales of lumber, lumber products, 





logs and pulp amounted to $58,068,824 
for the six months’ period. Taxes ac- 
crued by the company were $8,580,896. 


Figures listed in the quarterly re- 
ports, which supplement the annual 
financial statements issued previous- 
ly, are subject to adjustment at year’s 
end after the accounts have been ex- 
amined by independnt public account- 
ants. 








MODEL OF WEYERHAEUSER PLANT 
Finished in wood, this realistic scale model of Weyerhaeuser Timber Company’s mill- 
site at Springfield, Ore. gives visitors a bird’s-eye view of integrated wood utilization. 
Case is 3x4 feet and 814 inches deep. Similar models are being installed at other 
Weyerhaeuser operations in Pacific Northwest. 
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For over 21 years our Company has spe- 
cialized in the manufacture of Oak Floor- 
ing. Our Ozark Brand Oak Fivoring is 
made from selected stock, properly sea- 
soned in Moore Cross-Circulation Kilns. 
Our plant is modern throughout and 
machine work unexcelled.. 
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Ozark Brand Oak Flooring is expertly 
graded in accordance with NOFMA grad- 
ing rules. 


+: 










Try Ozark Brand 
Oak Flooring 
You'll like it. 


THE OZARK OAK FLOORING CO. 


BISMARCK, 


MISSOURI 





Anaconda Copper 
Mining Co. 
Lumber Department 


Bonner, Mont. 


Manufacturers of 


Ponderosa Pine, Fir and 
Larch Lumber 








eel 





BurtprInc Propucts MERCHANDISER 














Here’s what you're looking for 


WATERPLUG.... tostop the leaks. 
THOROSEAL... to fill & seal the surface. 
QUICKSEAL...for a beautiful finish. 


We must consider the sub- cost on our 
stantial quality and reliabil- 
ity of all products that we 
sell to all our customers. 
We must be assured we 


are not paying on a huge ___tial quality and low cost. 


Standard Dry Wall Products 


BOX X. NEW EAGLE, PENNSYLVANIA 


promotion 
purchases. 
We must recommend the 
Thoro System Products to 
our trade, because they 
have proven their substan- 


OMAK-KWALITY 


Window, Door and 


Cellar FRAMES 


Trim, Mouldings, Casing, Base, 
Finish Lumber, Furniture Spe- 
cialties, Etc. 


District Sales Representatives 


Mr. BR. F. Taylor Mr. H. M. Tripp 

No. 24 Welwyn Road P. O. Box No. 85 

Great Neck, L. L, Orystal Lake, Ill. 
New York 


Member Western Pine Assn. 
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kiln-drying. The kilns will be super- 
vised by L. L. Amidon who has had 
25 years experience of kiln drying all 
kinds of lumber for furniture and 
cabinet use. The kilns are of the com- 
partment type so that each kind of 
lumber and thickness will have in- 
dividual kiln-drying attention. They 
will be located in Brockway, Pa. 


Lumber Sales Executive 
Writes Booklet 


Joseph F. Donahue, president of 
General Building Materials, Inc., 
South Bend, Ind., is the author of an 
inspiring sales booklet entitled “Birth 
of a Salesman”. In his story Dona- 
hue traces the activities of a salesman 
through the lush wartime years and 
relates his difficulties in adjusting 
himself to the competitive postwar 
market. The remedies as well as the 
sales weaknesses are brought out 
clearly in the booklet. Originally 
Mr. Donahue wrote “Birth of a Sales- 
man” for distribution to his own per- 
sonnel, but requests for copies from 
other concerns became so numerous 
that he recently assigned publishing 
and sales rights to the Shamo Pub- 
lishing Co., 227 W. Broadway St., 
South Bend, Ind. 

Mr. Donahue is well qualified to 
write a story on salesmanship and 
sales methods, as he has spent 35 
years hiring, training and observing 





JOSEPH F. DONAHUE 


sales personnel . . . 20 years of which 
were spent in the building supply 
field. He is also the inventor of the 
Arro-lock and Super-tite shingle. 

At the present time he and his 
associate, J. I. Pavey operate Gen- 
eral Building Materials, Inc., which 
maintains as subsidiaries three whole- 
sale concerns, two retail outlets and 
a box manufacturing company. 


Arrow Lock Acquires 
Allied Hardware Corp. 


The Arrow Lock Corporation rep- 
resenting substantial new interests 
has acquired the builders hardware 
manufacturing business formerly op- 
erated as Allied Hardware Corpora- 


tion. Factory and main office are at 
762 Wythe Ave., Brooklyn 11, N. \ 

The new corporation headed by Dun- 
can Shaw as president has just com- 
pleted an extensive product design 
program covered by a new catalog 
now ready for distribution. 





DUNCAN SHAW 


Mr. Shaw, widely known in the in- 
dustry as a merchandising and prod- 
uct expert, was formerly president 
of Reading Hardware Corporation, 
general sales manager of: P and F 
Corbin and of Lockwood Hardware 
Mfg. Co. 








-L. A. L. 
































steel 


DOORS RAILINGS 
GRILLES SIGNS 
a PLATES TABLETS 





PUSH BARS 

















Dept. A-L, Cincinnati 3, Ohio 


for NEWMAN finer bronze, 
aluminum and. stainless 


ETTERS THRESHOLDS 


—— 
NEWMAN BROTHERS, inc. 


Lumber Corp., Carlton, Ore. 


Manufacturers 


Douglas Fir 


A Sustained Yield Operaticn 


E. J. Linke, Pres. Guy Haynes, V. P. 
Graham Griswold, Secy. & Treas. 

















KIRBY 
Lumber Corporation 


@ Yellow Pine 
@ Southern Hardwoods 


“A Wood for Every Purpose" 
KIRBY BUILDING 





“Is it as Good as Kirby's?" 


HOUSTON, TEXAS 
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PLANER and JOINTER KNIVES 


also high speed knives and molding cutters 
for the woodworking industry. 


Conse Wace 


TAYLOR-STILES S & | co. 


Riegelsville, New Jersey 


= Wa 


Wester Aqent. 
Hall & brows, W. W Machine t'o., St. Louis. Mo. 
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C. E. Klumb Lumber Company | 


C. E. (ROY) KLUMB, Sr., Owner 





Wholesale Lumber Distributors 


An Experienced Lumber Service That Knows the 
Producer's Problems and the Buyer’s Needs. 








CRYSTAL SPRINGS, MISSISSIPPI 
“In the Heart of the Deep South” 
Phone 169 P. O. Box 391 















ALIFORNIA 


SUGAR & WESTERN 


<=". PINE AGENCY, INC. 


#1 MONTGOMERYST.  - 
SAN FRANCISCO, CALIFORNIA 


SUGAR “ Pattern Lumber 
| & Ls EE Selects and 


Shop 
California Ponderosa Pine 
Mouldings and Cut Stock : 





. ee ee ee 








GURDON BRAND 
OAK FLOORING 


Manufactured from Arkansas Oak, 


long famous for its density of grain 





and warmth of color. 





Gurdon Lumber Co. 


Gurdon, Arkansas 





HARDWOOD LUMBER 
HARDWOOD PALLETS 





“SERVING YOU SINCE ‘22" 














BRITISH COLUMBIA 
LUMBER and SHINGLES 


Douglas Fir @ Western Red Cedar 
Hemlock © Spruce 


Are in Position to Make Prompt Shipments 


THURSTON LUMBER CO. LTD. 


Wholesalers and Manufacturers 








Metropolitan Bldg., VANCOUVER, B. C. 











BURNER with 
CONE GRATE 


*Burns 25% More 
*With 75% less smoke and 
cinders. Fool proof 
We Also Bulld 
BOILERS —5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 


MFRS. FLANGED & DISHED HEADS 


We Stock 
Stralght & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Moaern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 














BuitpInc Propucts MERCHANDISER: 


oe 
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AINY LAKE LUMBER CO. Ltd. 


Seles Offce: 
2020 Chicego Title & Trust Bidg., CHICAGO 2, ILL. 
ee Ba ee ee eo ee 
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RBrown’s 


AUPERTEDAR 





Guaranteed 90% Red Heart or Better 


Only SUPERCEDAR is of 100% oil content 
the same uniform high Suggest Cedar Lined 


uality standard that 
Saarantese every Closets to Every Home 
Builder. There is 


package to contain 

ot dagen gy Fag Nothing Better than 
oil content a 
which produc- 
es the pleas- 
ing aroma. 













BROWNS 
SUPERCEDAR 


CLOSET LINING 
wanoe -) mane 





SEALED 
PACKAGED More home builders are 
LABELED specifying cedar lined 


closets today than ever— 

and Brown's SUPERCEDAR 
is nationally advertised to 
thousands of new home pros- 
pects,architects and builders. 
SUPERCEDAR closet lining is 
surfaced, tongue and grooved, 
ready to put on with no waste. 

Packaged and sealed with the 
Geo. C. Brown label and guaran- 
tee, famous since 1886. 


Product of 


GEO.C. BROWN & CO. 
GREENSBORO, N. C. ESTABLISHED 1886 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


STOP! 


Slaving Over 
Your Drawing Board 








Personalized house plans drawn 
to suit your prospect—fees as 
low as three cents a floor foot. 
Quick service. Ask about our 
"Pays Its Own Way” Re-draft- 
ing Service. 


LUMBERMAN'S 
PLAN SERVICE 


120 Machin St., Peoria 5, Ill. 
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Russell Held Made 
Vice-President of Tamms 


Russell M. Held, who has been with 
Tamms Silica Company, Chicago, for 
over 13 years, was recently made a 
vice-president by action of the com- 
pany’s board of directors. Mr. Held 
will continue as manager and direc- 
tor of sales of the packaged goods 
department. 

The name of Tamms Silica Com- 
pany was recently changed to Tamms 
Industries, Inc. Offices of the com- 
pany are at 228 N. LaSalle St., Chi- 
cago, Ill. 


Lumber Advertising Agency 
Established 

Roy Stanton, president, E. J. Stan- 
ton & Son, Inc. of Los Angeles, an- 
nounced he had accepted the resig- 
nation of his public relations and 
advertising director, Ole May who had 
been handling the sales promotion 
phase of the company business for 
the past seven years. 

Mr. May has established his own 
advertising and public relations office 
to handle lumber problems exclusively 
for the Southern California area. His 
new public relations organization at 
1113 Venice Blvd., Los Angeles, will 
be known as “Ole May & Associates.” 


Charles R. French, 
Noted Publicist, Dies 


Charlie French, 46, widely known 
throughout the entire lumber indus- 
try as an outstanding publicist of 
lumber and timber products, died 
suddenly in his home at Bethesda, 
Md. on August 16. Since 1945 he had 
headed his own public relations and 
advertising firm with offices in New 
York. Just recently he had been 
called to New York to work on a 
special assignment with the National 
Securities Research Board. 

He was born in Wellington, Ohio, 
and was a graduate of Ohio Wesleyan 
University in 1925 with a Bachelor 
of Arts degree. French joined NLMA 
in 1928 to head the public relations 
department, and served in that ca- 
pacity until 1941, except for the year 
of 1933 when he was granted a leave 
of absence and toured Europe with 
his wife. 

To those of us who worked with 
Charlie French since his first associa- 
tion with the lumber industry, it is 
especially hard to believe that we are 
no longer to have the benefit of his 
work or to enjoy his dynamic per- 
sonality. No branch of the industry 
has failed to feel the effects of 
Charlie’s work that was carried out 
in the name of either the National 
Lumber Manufacturers Association or 
the American Forest Products Indus- 
tries, Inc. The retail industry in par- 
ticular used large quantities of litera- 
ture and wall posters, viewed, or used 
the industry motion pictures, such as 
“Trees for Tomorrow.” Many of these 
were inspired, conceived or actually 
produced by Charlie French. 





CHARLES R. FRENCH 


One of the first things he did for 
the industry was to determine the 
public attitude on the forestry policy 
of the lumber industry. When he 
learned that the public was greatly 
misinformed, much of the material of 
AFPI was created to present the 
truth. 

The breadth of Charlie’s thinking is 
illustrated by the great variety of the 
work he did, including the initiation 
while he was director of AFPI, of a 
forestry department. Out of that has 
grown such activities as “Keep 
America Green,” “American Tree 
Farm System,” and “More Trees.” 


Watson R. Snively, passed away 
August 12. He was vice-president and 
former sales manager of the farm 
machinery division of the Frick Com- 
pany, Waynesboro, Pa. 


Willis P. Morin, president of the 
Northeast Retail Lumber Dealers’ 
Association, died August 15 at his 
home in Fulton, N. Y. A victim of 
cancer, he had been ill only a week. 
He was 64 years old. In 1923, Mr. 
Morin joined his brother Francis H. 
Morin in the operation of the Morin 
Bros. coal and lumber yard. 


Richard M. Schornstein, pioneer 
lumber dealer, died September 3 at 
the age of 86. He was one of the 
very first to bring Yellow Pine into 
the Michigan territory. A resident of 
Grand Rapids more than 70 years, 
he operated the Schornstein Lumber 
Co. for 50 years. Mr. Schornstein 
was greatly interested in civic affairs. 
A member of the Grand Rapids traffic 
commission for 16 years, he served as 
chairman during the last 12 years and 
was seldom absent from the commis- 
sion’s weekly meetings. 


September 24, 1949, AMERICAN LUMBERMAN & 
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Lumber Company Goes 
Out of Business 


The Edwards Lumber Company, 
Muskegon, Mich., one of the com- 
munity’s older lumber concerns, was 
purchased by the Windatt-Pontiac 
Sales and Service Company of Muske- 
gon. The lumber concern disposed of 
its stock and liquidated its business 
September 1. The four buildings on 
the 320 by 120 foot corner lot will 
be razed to make way for a structure 
to be constructed by the auto sales 
firm. 

Established in 1909, the Edwards 
Lumber company has been managed 
for the past 80 years by J. H. 


Klooster, who also has served as sec- 
retary of the company. Charles Klem 
of Grand Rapids, Mich., was presi- 
dent. The company started with cap- 
ital of $12,000, was incorporated orig- 
inally by J. W. Ferdon of Grand Rap- 
ids, J. E. Montgomery, and W. H. 
Edwards. Sale price was not disclosed. 





Companies Announce 





John P. Fox Company has an- 
nounced its new address as 316 Ply- 
mouth Bldg., Cleveland 15, Ohio. 


Clear Fir Sales Co. has moved to 
permanent quarters at the company’s 
mill site in Springfield, Ore. 


The Zonolite Company has moved 
its New York sales office from 50 
Church St. to the Chanin building, 
122 E. 42nd St., it was announced 
by W. A. Olsgard, manager of Zono- 
lite’s New York office. 


Herb Nagel, sales manager of the 
Ebenreiter Lumber Company, She- 
boygan, Wis., recently took a three- 
week vacation in observance of his 
25th year with the company. 


W. Linton Getz is associated with 
the Harry A. Prock Cabinet Com- 
pany, Glenside, Pa., as executive vice- 
president. He was formerly with the 
Phileo Corporation in the position of 
chief furniture engineer. 


William Dale Wadlington, a life- 
long resident of Chico, Calif., has 
been appointed sales representative 
for Calaveras Cement Company in 
the north Sacramento Valley terri- 
tory with headquarters in Chico. 


Edwin R. Butler has joined Ameri- 
can Forest Products Industries, Inc., 
Washington, D. C., as assistant man- 


aging director. He was formerly 
public relations director for the 
Southern Hardwood Producers, Inc., 
| Memphis, Tenn. 

| John L. Harvey Company, 310 
B Radi Central Building, Spokane, 
| Wash has been appointed represen- 
s ‘ative for the Roof Ventilator Divi- 
§ Sion The Swartwout Company, 
Cleveland. His territory is the area 
West of the Cascade Mountains and 
Includes northern Idaho. 
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U. L. Plain was appointed assist- 
ant sales manager for the Insulite 
Division of Minnesota and Ontario 
Paper Company, Minneapolis. He 
joined Insulite in 1928 as assistant 
export manager. Prior to his promo- 
tion, he was assistant to the vice- 
president in charge of sales for all 
Mando operating divisions, a position 
he had held since 1946. 


H. Bruce Wiscomb and Richard T. 
Babcock have been named eastern 
and midwestern sales representatives, 
respectively, of Pacific Veneer and 
Plywood Corporation of Bellingham, 
Wash., according to H. E. Manning, 
sales manager of that company. Mr. 
Wiscomb will serve the entire east- 
ern part of the country from regional 
sales headquarters at 811 Simpson 
St., Evanston, Ill. Mr. Babcock will 
serve the midwestern states from 
temporary headquarters located at 
472 South Lincoln, Kankakee, IIl. 


George F. Curry, manufacturers’ 
representative of 75 Rumson Road, 
Atlanta, Ga., has been appointed to 
represent The Asbestos Company of 
Texas, Houston, Tex., makers of 
Mustang Asbestos Siding. Mr. Curry 
will cover the states of Florida, Ala- 
bama, and Georgia. 


William Gillett, vice-president of 
Detroit Steel Products Co., was elect- 
ed to the board of directors of the 
Producers Council, Charles M. Mor- 
tenson, executive secretary of the 
Council, announced. The Producers 
Council is the national organization 
of manufacturers of building mate- 
rials and equipment. 


C. D. Bird has been appointed dis- 
trict sales manager for American 
Lumber and Treating Company’s 
newly organized South Central sales 
region with offices at the Exchange 
Building, Little Rock, Ark. J. P. 
Johnson, Jr., formerly sales repre- 
sentative in Philadelphia, succeeds 
Bird as district sales manager of the 
Middle Atlantic region and has lo- 
cated his office at the company’s wood 
preserving plant on the Fairfield dis- 
trict waterfront of Baltimore, Md. 


Ivan V. Anderson is manager of 
hardwood sales, Hilgard Division, for 
Georgia-Pacific Plywood & Lumber 
Co., with headquarters in Chicago. 
The announcement was made by Jul- 
ian N. Cheatham, vice-president, 
Georgia-Pacific Plywood & Lumber 
Co., who is in charge of the mid- 
western zone. Mr. Anderson has been 
associated with the lumber industry 
for over 25 years most of which was 
with W. M. Ritter Lumber Co., Colum- 
bus, Ohio. He will be in charge of all 
hardwood sales in the midwest from 
both the company’s eight southern 
and Appalachian band mills and from 
its wholesale connections. Offices of 
the Hilgard Division are at 332 S. 
Michigan Ave., Chicago, which for- 
merly was Hilgard Lumber Company 
before being purchased by Georgia- 
Pacific Plywood & Lumber Co., a few 
months ago. 








ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman 6& Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 


All ads for classified section must be in Pub- 
lisher's office 10 days preceding date of pub- 


lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. lease indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No agency commission or cash discount 
allowed. 
Terms — Cash With Order 
Minimum Charge §2.00 
Rates: 
1 Time —10c per word for each insertion. 


Minimum charge of 50c per line. 


insertion. 


3 Times —9c per word for each 
per line. 


Minimum charge of 45c 


6 Times — 8c per word for each 


; insertion. 
Minimum charge of 40c i 


per line. 


26 Times —7c per word for each 


insertion. 
Minimum charge of 35c i 


per line. 


For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are epeallen 
er used. regular hne rate is charged. 

When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





Experienced man wanted for employment in 
well established central Illinois millwork plant 
dealing in both stock and custom millwork. 
Must be experienced detailer and capable of 
listing millwork quantities from plans and 
specifications. Steady employment, good work- 
ing conditions and opportunity for advance- 
ment. Give experience. salary and age. 
Address Box R-49, American Lumberman, Inc. 





Experienced Wholesale Lumberman 
to take charge of wholesale sales of Yellow 
Pine and West Coast Lumber. Permanent 
position. Salary and profit sharing arrange- 
ment. — Box R-50, American Lumber- 
man, Inc. 





WANTED: COMMISSION SALESMEN 
with following among lumber yards or furni- 
ture manufacturers to sell molding, dimension 
stoc’, etc. Liberal commission. Reliable es- 
tablished firm. Write today for complete de- 
tails. Box P-50, American Lumberman, Inc. 


TOP FLIGHT MANAGER WANTED—who is ac- 
quainted with all types of lumber, builders 
supply yard operation. Must be able to take 
ckhaize of everything. Now doing volume of 
$100,000.00 annually. Modern facilities, offices, 
and store display in heart of Eastern Ohio 
city. Top salary and opportunity for man 
who can produce. Write Box T-23, American 
Lumberman, Inc. 








WANTED: Experienced saw filer by Northern 
New York State 6°’ band mill cutting hard- 
woods exclusively on year round basis. Send 
experience. references and salary expected to 
Box T-32, American Lumberman, Inc. 


67 











HELP WANTED 


HELP WANTED 





BUSINESSES WANTED 








WANTED SALESMAN: Pittsburgh and 
Western Pennsylvania territory. Prefer 
man living in Pittsburgh to sell our 
line of high-grade millwork as adver- 
tised in this magazine under “Lumber 
& Dimension For Sale.’’ Make applica- 
tion by letter. 
BUCHANAN LUMBER COMPANY 
549 North Centre Street 
Cumberland, Maryland 





Immediate openings for two experi- 
enced millwork detailers and _ billers 
for special millwork plant. Must be 
experienced in this work to be con- 
sidered. Permanent job for men who 
can do this work, are sober. healthy. 
willing to work, and cooperative. Lib- 
eral employee benefits and good work- 
ing conditions. 65-year old company, 
locally owned and managed. rite 
brief outline of experience and salary 
expected to Mr. Donald Lewis, Camp- 
bell Coal Company. P. O. Box 1498, 
Atlanta 1, Ga. 





Wanted: An experienced sash and door sales- 
man for Illinois territory. Carr & Johnston 
Co., Peoria 2, Illinois. 





Factory Representatives wanted by manufac- 
turer of garage door hardware and special 
hardware in Illinois, Southern Indiana, Ohio, 
Southern Iowa, Eastern Pa., Central New 
York, Kansas, Missouri, and other surrounding 
territory. Must have following among lumber 
dealers. Twin City Mfg. Co., Inc., Sterling, Ill. 





ASSISTANT MANAGER 


For Detail Millwork & Fixture Plant. 
Must do detailing, purchasing and ex- 
pedite production and distribution. This 
position offers unlimited opportunity for 
the right man. Located in Western 
Mountain State. Write Box T-41, Ameri- 
can Lumberman, Inc. 





WANTED: Western Pine representative who 
has following in Chicago and Chicago area 
among retail yards, woodworking plants and 
industrials who use Ponderosa, Sugar and 
Idaho Pine. Red and White Fir. Exceptional 
opportunity for right man with large and suc- 
cessful eastern wholesaler. Address Box T-37, 
American Lumberman, Inc. 

Wanted: Veneer and Glue Room Operator 
thoroughly experienced in detailed matching 
of veneers and cabinet plywood fabrication. 
Address: Fox Bros. Mfg. Co., 2717 Sidney 
Street. St. Louis, Missouri. 


SITUATIONS WANTED 














EXPERIENCED BUILDING MATERIALS 
SALES: 


M 


Here’s the “Big Opportunity’’—the chance to 
establish yourself securely and profitably. A 
Midwest building materiais firm selling whole- 
sale and retail for about a half century, ofiers 
several choice selling jobs; 


Selling Industries 

Selling Consumers 

Selling Contractors 
Better compensation than most management 
jobs. Write giving your business history and 
re.erences. Address Box T-24, American Lum- 
berman, Inc. 





WANTED—Experienced Estimator with ability 
to prepare small home plans and talk to pros- 
pects. Good opportunity in Eastern Ohio city. 
Write Box T-30, American Lumberman, Inc. 





BUILDING SUPPLY REPRESENTATIVES 
WANTED 


One of our clients. a manufacturer of Good 
Housekeeping approved plastic wall tile, has 
several territories available to qualified men 
calling on building supply, floor covering and 
home moderni.ation material distributors and 
dealers. Sale of this product is supported by 
a national advertising and sales promotion 
campaign. Tell us what lines you now carry, 
territory you cover and other qualifications 
in first letter. 
Campbell-Sanford Advertising Co. 


1105 Chester Avenue 
Cleveland 14, Ohio 





CAN YOU MEET THESE REQUIREMENTS? 


If so, we have an excellent position for you. 
Our man must be thoroughly familiar with 
F.H.A. requirements including drawing plans 
to submit for loans; have a practical, working 
knowledge of the lumber and building ma- 
terial business: be able to sell; know how to 
estimate labor and material on small resi- 
dence and small commercial jobs and be able 
to draw minimum required plans, sub the la- 
bor and execute the job in the field to com- 
pletion. having labor contractors under him. 
e man whom we select will have a good 
opportunity to put his diversified talents to 
profitable use. If you can meet the above re- 
quirements, write for further information. Ad- 
dress Box T-25, American Lumberman, Inc. 





Wanted: Man with building material experi- 
ence to handle sales. Exceptional opportunity 
for the right man. Address Box T-28, Ameri- 
can Lumberman, Inc. 





WANTED: Lumber Company wants young man 
with some bookkeeping experience, capable 
of taking orders and waiting on customers. 
Permanent position for right man. Address 
Box T-3l, American Lumberman, Inc. 
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I am 47 years old: own half interest in Lum- 
ber Yard, not satisfied. Would accept position 
as manager or assistant manager oil field or 
farm trade. 30 years’ experience. Want to 
locate in Texas. Address Box P-53, American 
Lumberman, Inc. 


WANTED: Small retail yard or sash and door 
business in South Eastern Michigan. Wij] 
consider part interest. Address Box T-34, 
American Lumberman, Inc. 





Married man 40 years old now employed as 
sales manager nationally distributed paint 
product will buy working interest or entire re. 
tail lumber and building materials business in 
Florida, Texas, or the Southwest. Write Box 
T-40, American Lumberman, Inc. 





Will purchase retail lumber yard; any Mid. 
west community five to twenty-five thousand 
population. Will consider part interest with 
active management. Private individual age 
35, family, sound business experience. Replies 
treated confidentially. Reber, 212 W, 
Seminary Ave., Wheaton, Illinois. 


WANTED TO BUY—_— 
MISCELLANEOUS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER CO., INC. 
1859A Railway Exch. Bldg., St. Louis 1, Mo, 








RAILS: ANY SIZE OR QUANTITY 
Particulcriy 20 lb. 25 Ib. 30 Ib. 35 Ib. & 40 bb, 
Secure our price before selling. 
MIDWEST STEEL CORP. 
Charleston. W. Va. 





WANTED—WOOD WASTE 
Slab Wood, Kindling, Cord Wood, Shavings, 
green or dry. Frank Miller & Sons, 2250 West 
58th Street, Chicago 36, Illinois. 








MILLING IN TRANSIT 








Employment Wanted 

To open up branch oifice in Southern Indiana 
for large wholesale firm, to handie yard stock 
exclusively. Thoroughl experienced both 
buying and selling. Address Box T-3s, Amer- 
ican Lumberman, Inc. 
Young married man experienced in estimating, 
detailing, selling, and general office proce- 
dure—hard working and ambitious. Capable 
of managing small plant. Results guaranteed. 
Would like to become associated with grow- 
ing firm, large or small. Address Box T-23, 
American Lumberman, Inc. 








Lumberman’ experienced largely in hard- 
woods, also some softwoods; familiar with all 
phases of office procedure, handling sales cor- 
respondence, and management of business. 
Age 46, married. Address T-22, American 
Lumberman, Inc. 





Experienced lumber secretary-steno wants to 
return to work. Last position assistant to 
Sales Manager, handling orders, invoices, etc. 
References. Mrs. A. C. LeNoir, Rt. 1, Box 233, 
Rogue River, Oregon. 


We do dressing, resawing and kiln drying in 
transit. 
Grayson Lumber Co.,. Inc.. Birmingham, Ale, 





LUMBER & DIMENSION 
WANTED 





Wanted to purchase Northern White Ock 
Veneer logs 24° and up diameter, also Wal- 
nut Veneer logs and stumps. Send full de- 
scription and price. Address Box R-32, Amer- 
ican Lumberman, Inc. 





Want connection with Manufacturer of Can- 
adian Spruce suitable for Glass_ Boxes. 
McDUFF BAKER, Post Office Box No. 770 
Clarksburg, W. Va. 





Wanted: Hard Maple, White Oak and Walnut 
Veneer Logs. Write for prices: E. L. Norton 
Saline, Michigan. 








Want to manage going millwork concern with 
privilege of buying interest. Write Box T-35, 
American Lumberman, Inc. 


MILLWORK ESTIMATOR 
Sales and Production manager, experienced 
in special Architectural Millwork. Capable 
Detailer and Biller. Familiar Cost Book A. 
Desires position as Estimator or Sales Manag- 
-. Address Box T-33, American Lumberman, 
nc. 








Highly experienced Buyer of West Coast Lum- 
ber, Millwork, Doors, Plywood and shingles 
desires permanent connection with a reliable 
firm. Well acquainted with mills in Wash- 
ington, Oregon, California, Idaho and Mon- 
tana. Address Box T-26, American Lumber- 
man, Inc. 





Experienced Salesman 

Excellent following among lumber, building 
material dealers, contractors and architects 
within one hundred fifty mile radius of Al- 
bany, N. Y. Would like to make a change. 
Experienced in introduction of new materials. 
In position to increase your sales. Address 
Box T-39, American Lumberman., Inc. 

on saa 


USED MACHINERY WANTED 








Wanted: Straight line rip saw and six drum 
sander. Milwaukee Sales & Mfg. Co., 1718 
No. Ist Street, Milwaukee 12, Wis. 


September 24, 1949, AMERICAN LUMBERMAN & AG 


BUSINESS OPPORTUNITIES 


———————— 
ae 





Business Opportunity 

Well established and well rated Wholesaler 
located in the finest producing area of 
South desires to make exclusive arrangement! 
with well rated yard for buying of Yellow 
Pine and West Coast Woods on basis of 6% 
mark-up over actual mill costs. We cary 
account and you benefit on freight savings 
Also excellent proposition for exclusive Ly 
ing of Doors and Plywood. Address Box T-2/, 
American Lumberman, Inc. 

LUMBER YARD & MILLWORK 
Personal circumstances compel immediate sale 
of 12 yr. established yard, including 2 large 
buildings, 12,500 ft. capacity dry kiln, radial 
saws, 1945 International truck, etc. 
$17000. Only $4,800 cash. Bal. 10 year mort 
gage. Reduced inventory at lowest cost. 
ceptional opportunity for experienced persom 
GLICK & ROSTAN, Clayton, N. J 


BUSINESSES FOR SAL 


ee 
—— 








FOR SALE j 
Well established lumber yard including Paisl 
Store. Hardware—Home on premises. Will 
sell Real Estate $50,000—Terms can be a 
ranged. bove does not include invent 
or accounts receivable. Address Box R 
American Lumberman, Inc. 











